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FLUORESCENT FIXTURES 
IMPORTANT... FOR BETTER LIGHT 


YH MORE PROFITABLE SALES 


STORE LIGHTING 


The days of the bulging consumer pocketbook are gradually yielding to close 
competition — and that’s when you must be ready with the best in store lighting. 
Leader Fluorescent Fixtures display your merchandise at its best — among the 
four models illustrated below there is one which will merchandise your products 
... increase your sales and profits. Write for complete specifications and prices. 
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BRIGHTNESS AND LIGHT OUTPUT 








L-440 





. 3s 
hg DIRECLITE sal Wherever maximum wide spread illumination, as well as good 
looks, are required, this Leader high level open type unit will 
serve with an efficiency beyond all comparison. Its acceptance 
for all types of commercial establishments has been universal and 
enthusiastic, . . , Of heavy steel construction, with chip proof white 
enamel reflectors and satin aluminum finished hinged end caps, it 
represents the ultimate in sturdiness and attractive streamlining. 
L-440 has four 40-watt lomps. Length 49”, width 91/2”, 
height 51/2”. Companion unit L-240, has two 40-watt lamps. 


Smart, wafer thin, a beautiful Fluorescent Fixture that will add 
to the appearance of the establishment as well as diffused, 
pleasing, light. . . . The illustration shown above incorporates 
the easily attached Direclite for merchandise spot lighting. 
VL-440 uses four 40-watt lamps, Length 491/2”, width 16”, depth 312”, 
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When an Even UPWARD, OUTWARD and RECESSED TROFFERLITE 
DOWNWARD Flow of Light is Needed GIVES STREAMLINED MODERN EFFECT 



















Due to their inherent versatility, “Leader Recessed Trofferlite” 
units may be economically installed as a replacement system in 
older buildings, as well as in original architectural plans and 
remodeling projects. 

For both large areas, and for the small room, where much 
improvement is effected by the absence of hanging objects. 


12” wide with one or two 40-watt lamps; and 
24” wide with two or four 40-watt lamps. 
With or without glass panels or louvers. 


When light is needed on shelves, walls and floors as well as on 
merchandise, here is a moderately priced all steel unit that is 
precisely engineered to such a task. 

Easy to install in single units or in continuous runs, with pend- 
ant or ceiling mounting, this four lite, open type, parallel tube 
fixture stands for real trouble-free performance. 

VO-440 uses four 40-watt lamps. 
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Length 49',", width 16”, depth 3%”. 


LEADER ELECTRIC MFG. CORP. 


6127 NORTH BROADWAY * CHICAGO 40, ILLINOIS 
WEST COAST OFFICE © 2040 LIVINGSTON STREET * OAKLAND 6, CALIFORNIA 
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Insulation from Geon latex 
offers added advantages 


% In radio hookup and switchboard wire. 
*% In impregnated glass insulating tapes. 


% In semi-conducting coatings. 











S 


Along with all the advantages GEON has 
in domestic, industrial, and utility wiring. 
HE properties of extruded wire and cable insula- 
tion made from GEON are well known in the 
electrical field—excellent electrical properties, re- 
sistance to most normally destructive elements, ease 
of handling, and many others. 


All these advantages—p/us important additional ones 
for particular applications—can be had through the use 
of GEON latex which coats wire and tape by a dipping 
process rather than by extrusion. 

Thinner coatings 

Of great importance in radio and switchboard wir- 
ing is the fact that insulation from GEON latex can be 
applied in much thinner coatings than can normally 
be obtained from extrusion. That means 
easier handling, lighter weight, and more 


conductors in a given space. 


Used with glass insulating tapes, GEON 


serves two purposes—as a thin coating of 








insulation with good heat and chemical resistance; as 
a binder for the glass fibres to give them high flexi- 
bility and long life. 


Semi-conducting coatings 
Thanks to special compounding made possible 
with GEON latex, semi-conducting coatings of this 
material provide much greater conductivity than can 
be had with extrusion compounds. 


More improvements to come? 

These are some of the advantages of GEON latex 
that are already apparent. It is likely that additional 
ones will be uncovered as the material is used more 
and more broadly. 


We suggest that you consult with your supplier of 
wire and cable regularly to keep abreast of the steady 
improvements in insulation that are being 
made possible by GEON polyvinyl mate- 
rials. Or for help with special problems 
or applications please write Department 
T-2, B. F. Goodrich Chemical Company, 
Rose Building, Cleveland 15, Ohio. 


B. F. Goodrich Chemical Company .....:........ 
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CONTRACTORS BUY G-E CONDUIT 
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G-E’S TOUGH 
RING OF STEEL BECAUSE .-- 


<_ > Best Raceway 
-=——-* For Wiring 
= 





It’s Easy to Bend 


dd dd ddd 


It’s Easy to Thread 


it Won’t Split 


Buyer acceptance of G-E rigid conduit is a re- 
sult of recognized quality—quality that will meet 
the most exacting field requirements. Contractors 
know that G-E conduit is easy to install and that 


it provides permanent protection for wiring. 


For further information see the nearest G-E 





Merchandise Distributor or write to Section 
C261-21, Appliance and Merchandise Depart- 


ment, General Electric Co., Bridgeport, Conn. 


The G-E monogram helps make sales. 


GENERAL (% ELECTRIC 
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...an exclusive feature of 
all Square D Safety Switches 


What do these fuse clips add to overall safety switch per- 
formance? Plenty! 
@ They reduce heating at contact points by 60%, compared 
with conventional type clips. 
@ Copper instead of bronze, they afford substantially more 
conductivity. 
e Lower contact resistance because of higher contact 
pressure. 
e Design permits easy insertion and removal of fuses, not- | 
withstanding the higher contact pressure. 
@ The Positive Pressure is automatic. It requires no bolts 
or clamps. It is immune to the loosening effect of vibration, 
wear or thread stripping. 


This is one of many basic features which have placed Square 
D safety switches in the number one preference spot. 





Wrte for BULLETIN S00 which describes Square D’s com- 
. plete safety switch line and ail its features. Address 
J Square D Company, 6060 Rivard Street, Detroit 11, Michigan. 


COMPANY 


SQUARE J) 


DETROIT ° MILWAUKEE ° LOS ANGELES 
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Please change the address of my Electrical Wholesaling 


see 
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MITCHELL inrropuces| 





Shielded 4-Light Unit 
Model No. 3004 


(2-Light Model No. 3003) 


Deluxe Shielded 4-Light 
Model No. 3007 


(2-Light Model No. 3005) 


ONE-MAN QUICK-MOUNT 


Permits one man to install a 2-light or 4-light fixture in 
less than half the normal time. Ceiling Plate is mounted 
to ceiling. Wireway Channel is raised to Ceiling Plate 
and securely fastened with 4 Captive Knurled Nuts. 

Cross-Section shows house wires drawn through Ceiling 
Plate and Channel. Note open construction for convenient 
inspection. Wireway Channel secured into position for 
quick splicing of house wires to fixture wires. 














i Lighting Takes Aruother Step Forward! 
S ENTIRELY NEW AND COMPLETE LINE OF 


Commercial Fluorescent 
Luminaires 
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Setting a New Standard in Lighting Service! ALL THESE FEATURES! 


Offering Exciting New Modern Designs in 2-Light and 4-Light Units . . . Glass-Shielded, ee 
Louvered and Open Types «+ Instant Start - New Patented ‘‘One-Man Quick-Mount’’! 


for soft, glare-free lighting in stores, offices, schools, public buildings! In this new complete - Instant Stert 


2. Scientific Shielding 
4_- 7 — F 3. Proper Lamp Spacing 
4 New opportunities for sales and profits .. . greater than you've ever known... are open to 4. teen, Sulu Genes 
you now! For MITCHELL ingenuity brings you modern Luminaires to answer every demand — 
2 
6 
7 


. Surface or Suspension 
Mounting 


line, you get a dozen and more vital advantages that enable you to provide the finest lighting 
performance on the market! Installation is simpler than ever. Maintenance is made easier for 
. r . . -_— ; , ick, Easy Installation 
servicing economy. Values are exceptional because each unit does a big job for the money. ° = anes 
Add to all this the great record and nation-wide ; 
: 3 aS & tix , Get New Catalog No. 285 -—=- 9. One-Man Quick-Mount 
acceptance achieved by MITCHELL products Fleur-o-Lier, U.L. and 


E.T.L. Approved 
11. Single Carton Packing 
12. Mitchell Guarantee 


Use this powerful sales aid. Illus 10. 
through the years ... and you have the strongest trates and describes complete line 


| 
Commas 1 — | 


selling line today! Build a big commercial lighting of Commercial Luminaires. In- 


: . cludes helpful lighting data, in- 
business. Get volume sales and volume profits. “ tlt -. 
stallation and servicing  infor- & 


Sell MITCHELL Luminaires in 1946! mation! Write for it now! 


-* 


~ VE Mitchell Manufacturing Company 


2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
West Coast Factory and Sales Office: 1019 N. Madison Ave., Los Angeles 27, Cal. 





















SERVICE 
; MAKERS OF 


Commercial and Industrial Fluores- 
cent Lighting Equipment * Store 
Window Lighting « Spotlights and 
Floodlights * Desk Lamps * Port- 
able Floor and Table Lamps * Bed 
Lamps * Ultraviolet and Infrared 
Health Lamps * Residential Lighting 
Specialties 


















New, improved heavy- 
gauge steel wireway chan- 
nels, with abundant knock- 
outs for mounting and wir- 
ing. Wires, sockets, starters, 
glass panels, louvers, and 
other components are 
readily accessible for 
replacement, servicing, 
cleaning. 


Units may be sur- 
face mounted direct 
to ceiling, or suspen- 
ded by Canopy and 
Stem Set (extra). 
Models illustrated 
above may easily 
be joined end-to-end 
in continuous rows. 
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QO, ALL the engineered Solderless laps and Connec- 
tors to come out of the T&B factory, Hinjon Jr.* Tee 


Parallel Tap is one of the smartest. 


They are one-piece wonders. Their mission in life is to 
tap all mains No. 8 to 1,000,000 CM to all branches No. 
14 to 1—with any type of conductor, in any possible 
combination. Hinjon Jr. Taps accomplish this mission 
with the turn of a single screw, and nary a drop of solder. 
They have the Approval of the Underwriters Laborato- 


ries and practical electricians everywhere. 


Hinjon Jr. Tap is about the easiest little number to 
demonstrate that you, as a Wholesaler’s Salesman, ever 
pulled out of your brief case or pocket. All you need to 
interest your man is two short lengths of skinned cable 
and a screw driver. Every engineer, electrician or P.A. on 
whom you happen to be calling can see for himself the 
powerful Hinjon Jr. grip and feel for himself Hinjon 
Jr's streamlined, easy-to-tape shape. Suggested customers 


to tap are listed on right. > 





Hinjon Jr. Taps, like all other T&B fittings, are sold only 
through the competent service organizations of you Elec- 


trical Wholesalers. 





In ¢ 16 r 













THE THOMAS z= BETTS CO. 


INCORPORATED 


manufacturers of electrical fittings since 1898 
CheSRee re .2, Howe jensev 








T&B HINJON JUNIOR* 
TEE-PARALLEL TAP-IN-ONE 


EASY TAPPING 


FOR YOUR 


CUSTOMERS 


PLANTS NOW 
RE-WIRING 


A 
| P BLIC 


PLANT 
ELECTRICIANS 


SUPERINTENDENTS 
OF MAINTENANCE 
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LIGHTWEIGHT THREADLES 
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KITCHEN 


ELECTRUNITE E.M.T. IS THE UP-TO-DATE 
RACEWAY FOR OPEN, CONCEALED OR 
CONCRETE SLAB CONSTRUCTION 


Gone are the days of the barn-like kitchen with the 
heavyweight cooking utensils and massive coal-burn- 
ing stove. And just as a modern kitchen design calls 
for safety, convenience and time-saving efficiency, so, 
too, does a modern electrical raceway installation. 
Republic ELECTRUNITE E.M.T. is lightweight, Inch- 
Marked”*, easy-to-bend and threadless. It is approved 
by the National Electrical Code for exposed, con- 
cealed or concrete slab construction. And it offers 
adequate electrical and mechanical protection as 
determined by Underwriters’ Laboratories. 
Inch-Marking consists of easy-to-read inch and foot 
marks along every length of tubing. It eliminates the 
need for trying to hold a flat rule against the conduit. 
With modern ELECTRUNITE E.M.T., dirty, tedious 
thread-cutting is eliminated. Two simple compres- 
sion-type fittings—easily installed with a wrench or 
a pair of pliers—make strong, wateretight joints in a 
hurry. Moreover, standard adapters make it easy to 
combine ELECTRUNITE E.M.T. with existing 
threaded installations and fittings. 

For complete details about this up-to-date rigid steel 
conduit, see your local Republic ELECTRUNITE 


Distributor or write directly to: 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION * CLEVELAND 8, OHIO 
Export Department: Chrysler Building, New York 17, New York 
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How many profit 
items can you name 








... that offer all the 
advantages of G-E Lamps? 


, ew features like G-E’s 1946 advertising 
campaign, biggest lamp promotion program 
ever undertaken by General Electric. It includes 
full-pages in 16 leading mass circulation maga- 
zines, 125 big trade publications, plus a nation- 
wide radio network show—The G-E Hour of 
Charm—pushing lamps and lighting week after 
week over 125 stations that reach into homes 


everywhere. 


Take that total of 700,000,000 sales messages 
aimed at lamp buyers. . . and add to it a point-of- 
sale display program. A program that gives 


your dealers unique new G-E displays in brilliant 


full color, to help them sell more lamps faster! 


The result? An unexcelled profit-item that gives 
you more and more sales advantages. That means ° 
G-E Lamps are easier-to-sell. It means too, you 
can start to call on dealers NOW. Urge them to 


take these 3 simple steps and make more sales: 


1. Tie-in with G-E national advertising by fea- 
turing current G-E Lamps from the Post, Life, 


Time, etc. 


2. Set up a mass display of G-E Lamps on the 


counter, in the window, or near the door. 


3. Check their lamp stocks for popular sizes. 


Shorter days mean longer burning hours at night—more reason to push 


G-E Lamps immediately. Every wired home uses lamps and needs re- 


placements. 
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Are your dealers getting this business? 


G:E LAMPS 


GENERAL @ ELECTRIC 


ie Lamps that Bring ‘em in.. 
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.and Bring ‘em Back ! 
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51 types of bodies — sizes 1/8 to 6-inch — a wide 
selection of interchangeable covers and wiring devices. 


aa (CONDULETS are made only by CROUSE-HINDS) 
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Type CM 12 covers — Sizes 1 to 6-inch 
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No. 2500 emisre 





Complete listings of each type are in Condulet Catal 
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CROUSE-HINDS COMPANY 
Syracuse 1, N. 7., U.S.A. 


Oltices: Birmingham Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Houston — Kansas City — Los Angeles Milwaukee Minneapolis 
New York Philadelphia Pittsburgh San Francisco Seattle St. Louis Washington. Resident Product Engineers: Albany Atlanta Charlotte 
CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. 
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Adequate Wiring ce almays the first rtefe toward 
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It’s time to again get squarely behind Adequate Wiring 


Wiring for adequate electrical service that was ABLE wiring systems take you all the way from 
postponed during war years...now becomes a must. panel box to outlets with least trouble and expense. 
Also...as every contractor and electrical inspector Truly can we say “Know your Wiremold and you 
knows...much wiring that was done during war know the answers to today’s wiring problems.” 


years must now be replaced. - —— — ; — 
y P Write us for further information... for Wiring 


Men who know their Wiremold know that the Guide and Engineering Data Sheets... they're free 
great majority of all such needs can now be met in the interests of ADEQUATE WIRING. 

safely, permanently, efficiently...and at low cost by 
the use of WIREMOLD Raceways and Fittings. No 


matter what the type of building... loft or office... 


THE WIREMOLD COMPANY 


HARTFORD 10, CONN. 
factory or hotel... apartment or hospital... school 


or home... WIREMOLD’'S 10 basic INTERCONNECT- 


MORE than Adequate Wiring... 
from Panel Box to Outlef, 


SOLD THROUGH ELECTRICAL WHOLESALERS .. . INSTALLED BY ELECTRICAL CONTRACTORS .. . EVERYWHERE] 
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FAN-PAC 








PACKAGED VENTILATION 
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Ger set to supply the big waiting market 
for ventilating and accessory equipment in stores, 
barber and beauty shops, theaters, hotels, laundries, 










taverns, office buildings, restaurants, and 
homes. Only FAN-PAC offers a complete line 
of sizes with all these advantages and features: 







I. Non-Overloading Power Characteristic. 


& Certified Wind Tunnel Capacities. 












% Square Panel Mounted for Easy Installation. PANEL FANS 
Direct driven in 16”, 18”, 
4 Scientifically Correct Air Inlet. ro wa oF was 





48” sizes. 


S Cushioned Motor Mountings. Quiet. 







© Enclosed Motors of Recognized Make. 


7 Nationally Advertised. Dealer Sales Helps. 






& Sold Through Regular Trade Channels. 






FAN-PAC,,, A DeBOTHEZAT PRODUCT 


For more than 20 years, DeBothezat Fans have been 
widely used throughout industry. The scientific knowledge 
gained in their exacting applications is directly 
ATTIC FANS reflected in the design, construction and efficiency of 

the new "FAN-PAC" Attic and Panel Fans. 
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GET DETAILS — FILL IN — MAIL Topgy 
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DeBothezat Fans Division, Dept. W-3, 
American Machine and Metals, Inc., East Moline, Illinois 


Geel 1 want more details about the FAN-PAC line of 
ventilating fans. 
















DeBOTHEZAT 


FANS DIVISION 





Name 
Address 
City 


























Firm Name 
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A BULLDOG MESSAGE FOR WHOLESALERS 


This reproduction of a current industrial magazine advertisement 
contains valuable information for wholesalers and their salesmen 


| THE GZ 


Meet the “Big 3” of electrical distribution -* BullDog 
BUStribution DUCT, Industrial Trol-E-Duct and Uni- 
versal Trol-E-Duct! 

Recognized by industry as the most efficient systems 
of their type, these pioneers in the field of completely 
flexible and salvable electrical distribution systems are 
today saving countless hours on installation and main- 
tenance — greatly reducing changeover time — helping 
to bring peacetime production to top speed and efficiency. 





OF ELECTRICAL DISTRIBUTION 
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If you hope to successfully compete in the peacetime 
battle of costs ahead, it will pay you to investigate these 
superior BullDog Electrical Distribution Systems. Write 
now for complete details. 











FOR PLUG-IN POWER, BullDog BUStribution DUCT which 

includes a variety of circuit protective tap-off Bus Plugs enables 

you to spot and plug-in plant machinery almost as readily as you 
plug-in your vacuum cleaner at home. No lost motion—no lost time! 
RATINGS: Plug-in Type up to 1350 Amps. Feeder Type up to 4000 Amps 
575 Volts or less 
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PD FOR PORTABLE TOOLS, Crones, Hoists or similar 3 FOR COMPLETELY FLEXIBLE LIGHTING, Universal 














é toy moving loads'’ BullDog Industrial Trol-E-Duct supplies a Trol-E-Duct is a busway wiring system that can be tapped with 
oe source of safe, mobile power by means of Trolleys which, Plugs or Trolleys at any point through the continuous slot in 
1s they move through the elongated slot in duct, transmit current duct casing . . . Always keeps your lighting modern, for changes in type 
from the duct bus bars to the moving load. RATING: 90 Amps. of fixture can be as readily made as changes in lighting positions 
575 Volts or less. RATING: 50 Amps. 250 Volts or less. 
4 . 
j { : 
B F L D J 
| f / 
/ | DETROIT 32, MICHIGAN. ELECTRIC PRODUCTS COMPANY Manufacturers of 7 
i ee ; Vacu-Break Safety Switches SafToFuse 
ilies Weide Paducs of Panelboards - Switchboards Circuit 
Master Breakers — BUStribution Duct, for 
Canada, Ltd., Toronto. om ss ; 
. plug-in" power Industrial Trol-E-Duct 
Field Offices in All Principat Cities for moving ‘“‘loads.”’ 
te i 
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This heavy-duty Day-Brite Industrial Fluorescent 
system saves time and money on every installation 
—every service operation: 


@ One man alone can quickly hang the Day-Line 
with chain or patented Day-Brite “Ice-Tong” 
hangers. 


@ Rugged, die-formed steel channels designed for 
simplified unit or continuous mounting—plenty 
of knockouts. 


@ Lifetime porcelain enameled steel reflectors fast- 
ened with two captive wing nuts can be removed 
and replaced in one minute for easy installation 
and servicing — without tools. 


Day-Brite Lighting, Inc., 5405 Bulwer Avenue, 
St. Louis 7, Mo. Nationally distributed through 
leading electrical supply houses. 


In Canada: address inquiries to Amalgamated Electric 
Corporation, Ltd., Toronto 6, Ontario. 


IT’S EASY TO SEE 


= 
gi 
. 
& 
& 
e 
bd 
= 
> 
+ 
Patent Nos. 2317434, 
D135375, D133458 944 


WHEN IT’S y 


gyANG BRITE 


STEVENS HOTEL 
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_ PARANITE 





CONDUCTORS 
Tinned copper 
(solid for the more 
usual applications, 
and stranded when 
greater flexibility 
1s needed) in sizes 


A.W.G. No. 14 to G 
2,000,000 C.M. LL 
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Kv THREE THINGS YOU CAN DEPEND ON in Paranite Type R Wire 
leading to panel boards, lighting circuits or factory machinery 

INSULATION One: THE ‘‘FISHABLE”’ SLICK FINISH 

Bane ig Be Pulls smoothly through conduits — slides easily around bends and el- 

tions from special bows—no joint jams. This non-migrating finish will not soften, gum 

compounds for “ i ; fst a 

higher dielectric or tack in hot weather or become brittle and crack in cold. 

strength for extra 

safety, are also Two: FAST CLEAN STRIPPING 


available. ; ° : a m ae 
Outer braid strips with minimum effort. Inner rubber slips off cleanly 


¢ exposing clean tinned copper conductor. No sticky, time-consuming 

Gan { 
(wv) 

AN I 

las .%: » d 


- \ 
wy Three: LOWER INSTALLATION COST 
Just as 1 plus 2 equal 3, Point ONE ( Paranite Fishability ), plus Point 
; TWO (Paranite Clean Stripping), equals Point THREE (Paranite 
Lower Installation Cost). THAT’S PROFIT! 


layer of adhering compound to scrape. No dangerous reduction of 
conductor capacity by scraping of copper or accidental severing of 
strands. 






BRAIDING 


Jacketed with cot- 
ton braid (single 


| ori double).” satu PARANITE WIRE AND CABLE 
ure resisting, 

compound, and Division of ESSEX WIRE CORPORATION 
vegeta” General Sales Offices: Fort Wayne 6, Indiana. 





a 


en 
. 


\ 


: ) Manufacturing Plants: Marion, Indiana * Jonesboro, Indiana. 
c— 
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| LOOK TO THE FUSE LEADER FOR PRODUCTION PROGRESS 











Strong Time Lag—2 to 5 times 
normal current, for handling start- 
ing overloads and operating surges. 
Link is one piece of metal, one 
thickness throughout affording un- 
excelled time-lag characteristics. 


Fast opening on 
short circuits. 


Expansion without 
sharp bending. 


Area to absorb heat 
of motor starting 
current and _ short 
heavy surges. 





Terminals are wide 
and heavy to pro- 
vide maximum con- 
tact area reduc- 
ing heat. 





APPROVED BY UNDERWRITERS’ LABORATORIES 





THE FIRST COOL OPERATING 
FUSE DESIGNED BY WARE 








To secure adequate protection, yet end needless delays and 
costly shutdowns, calls for WARE HI-LAG Fuses. Scientifi- 
cally designed and constructed to reduce excessive heating 
during “‘round the clock”’ schedules, heavy current loads and 
starting surges. 


The construction of WARE HI-LAG Renewable Fuse pro- 
vides every advantage for maintaining low contact resistance 
and strong time lag—up to five times normal current. 


The Links— the knife-blade assembly— the double bridge 
supports — the spring tension contacts and greater contact 
surface are exclusive features which reflect the superior qual- 
ities of this amazing cool operator. 


Try WARE HI-LAG on your toughest production line— 
you'll find what most engineers are daily proving — that 
their GUARANTEED Performance rates them the Best — 
Most Economical—and Lowest Cost Fuse to install. 


Write for Brochure giving detail of all their 
COOL FACTS, sizes and prices. 


IW JAR: E: Sixcthese 4450 W.LAKE $T.-- CHICAGO 24 ILL. 
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PEB. 


SYLVANIA NEWS 


WHOLESALER EDITION 


Published by SYLVANIA ELECTRIC PRODUCTS 


ADVERTISEMENT 


anew | 


1946 


Salem, Mass. 


INC., 





SYLVANIA LAUNCHES BIG PROMOTION OF 


NEW INFRA-RED 


LAMPS FOR THE HOME 





Advertising, National 
Contest Build Wide 


Interestinl landy Lam ps 


INFRA-RED lamps 
multitude of uses in the home. 
for these versatile radiant-energy lamps ts 
even greater hry 
advertising and 


ready for a 
The demand 


are now 


i 
Cf 
. 
¢ 
X 
Z 


and is being made 


national 


creat 
Sylvania Electric 
promotion, 
Wholesalers will find wonderful profit 
opportunities in these new Sylvania lamps. 
for millions are becoming interested in them 
through full page ads in The Saturday Eve- 
ning Post and Ladies’ Home Journal this 
month. Other ads cover many fields in trade 
publications. A national Hobby Contest. 
soon to be announced in Popular Science 
and Popular Mechanics, will ask contestants 
to find new uses for INFRA-RED lamps in 
the Contestants will be awarded big 
cash prizes. to stir enthusiasm over these 


home. 


new miracle lamps. 

Now is the time for wholesalers to stock 
up on these useful. easy-to-sell lamps. Write 
to your nearest Sylvania Electric Divisional 
or to Salem. Mass.. immediately for 
full ilenaninlan and be ready with your 


supply of home INFRA-RED lamps. 


(tl lice 





HOME INFRA-RED—Lamp of 101 Uses 











1. HEATS... bathroom, chicken coop, 
hunting lodge. 
2. DRIES ... hair, wet paint, photo 


films, laundry. 


3. PENETRATES . . 
frozen pipes. Defleas dogs. 


. aching muscles, 
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This ad means business—for you. It is selling the new Sylvania 250 


and 375 watt INFRA-RED lamps. designed specially for home 
use. to millions of readers of The Saturday Evening Post and Ladies’ 


ap lis ances. 


advantage the 


to take of 


these popular new home 


Home Journal. Dont fail 


opportunities in’ supplying 


profit 


SYLVAN IAS ELECTRIC 


OF FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES; ELECTRIC LIGHT BULBS; RADIO TUBES; CATHODE 


RAY TUBES; ELECTRONIC DEVICES 
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Square D Front-operated 
Combination Starters 


@ You save time by using combination start- 
ers. Since the disconnect (switch or breaker) 
and the magnetic starter are housed in one 
enclosure, you cut mounting time in half and 
also save wiring time. 

A combination starter takes less space than 
two separate devices. These Square D front- 
operated units save still more space. They 
are especially suitable for ‘‘ganging.”’ 

Square D front-operated starters are avail- 
able in three capacities—sizes O, I, and II. 
Some types of larger sizes are side-operated. 
For informative bulletin, address Square D 
Company, Industrial Controller Division, 
4041 North Richards St., Milwaukee 12, Wis. 


SQUARE 
















Safer, too. The cover is 
interlocked with the disconnect to 
prevent opening the enclosure 
when starter is ‘‘live.” Provision is 
also made for padlocking the dis- 
connect in the “OFF” position. 


T) COMPANY 





DETROIT MILWAUKEE LOS ANGELES 
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You're on your way tovSURE 
...when you feature 


nhouse 
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DOOR CHIMES 


RITTENROUSE 


f 
/ 
y 


Win the tremendous sales momentum Rittenhouse Maga 
zine and Newspaper alverusing has already created for 1946 
Rittenhouse Chime models, wholesalers and dealers know they 
are not gambling on guess-work when they get behind the 
new, “Big Time” Rittenhouse Chime sales program. It’s 
paying off vow and coming months will be better still 

Rittenhouse dealers can take our word that the greatest, 
most complete Rittenhouse merchandising drive ever launched 
will gain new power—and new speed—in its 1946, pre-tested 
chime-selling jol 

Just as Rittenhouse eliminated all objyecuonable chime 
‘static’ — mechanical noises—from 1946 models . and thus 
made possible new triumphs in tone perfection . so will con- 
tinually publicized Rittenhouse Chime beauty, mechanical 
features and Norman Pel Geddes style accomplishment start a 
steady flow of consumer-buyers to Rittenhouse dealers nal! 

This stunning, Ivory Plasuc BEVERLY MODEL is but one of 
the ten new Rittenhouse 1946 Chime beauties home owners will 


} 1 1 a 
open their pocket-books to, the moment they see and hear it 











) 
Wy Jor a f / ¢ Rittenhou brodd * 
vali / m plete ) ina 7 
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d+ R ¢ ad 11 ’ 4 ‘ iié 
promot d 





The A. E. RITTENHOUSE COMPANY, Inc. 
HONEOYE FALLS, NEW YORK 


1 Rittenhouse < 


AMERICA’S FINEST CHIME SIGNALS 
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IMMEDIATE SHIPMENT-- 
—~—__ REEL ROLLER 





(PATENT PENDING) 





2°%, Cash 10 days; Net 30 days 


(s) F. O. B. Chicago, Illinois 


FOR DISPENSING ANY MATERIAL THAT IS WOUND ON A REEL 


VERY Electrical Contractor, Utility, REA Co-operative, Shipyard, Railroad 
and Wholesaler, should have several of these indispensable AUSTIN REEL 
ROLLERS. When pulling one or more cables into conduit, use an AUSTIN 
REEL ROLLER for each cable. Can be mounted stationary; or used on the job 


as a portable device—ideal for service and repair trucks. 


Here's the best, the most economical investment you ever made—AUSTIN 
NO. 600 REEL ROLLER at $37.50 each. Prompt Shipment. Rating Required 
AA-3 or better. 


9 OUTSTANDING ADVANTAGES 


(1) Ramp—Makes it quick and easy to load the reel onto the rollers. 


(2) Back roller is mounted slightly higher, preventing the reel from being pulled off the 
roller when cable is removed. 





The mew euich. coms and safe wey. Rect he (3) Reel rolls on grease packed flanged ball bearings with the greatest of ease and safety. 
loaded in a jiffy with little or no effort. Re- (4) Thumb screw, which when tightened, prevents roller from turning for easy removal of reel. 
quires a@ minimum amount of valuable floor 


space. (5) Hole for lag screw, one in each corner for stationary mounting. 

(6) Heavy steel frame, painted bright orange, not only adds to its appearance, but, also 
makes it readily visible on the floor which helps to eliminate accidents. 

(7) Five adjustable slots to accommodate various reel diameters. No screws, washers or 
cotter pins to remove—simply raise up the roller and slide into the slot required. 

(8) Will take any size reel up to 30" 
in width. For larger reels, use two 
reel rollers and mount end to end. 


















(9) Can be used in the warehouse or 
on the job. 








AUSTIN 
REEL ROLL- 
ERS, like 
all AUSTIN 
Products, are 
sold exclu- 
sively through 
your Elec- 
trical Whole- 
saler. Send 
him your 





THE AUSTIN REEL ROLLER 
makes this an ee one man 


order today 


Note the roller adjustment for this small diameter reel. 


MAXIMUM CAPACITY 4000 LBS. WEIGHT 75 LBS. 


THE M.B. AUSTIN.CO. 2°97'24 fe CP UTY, S84 
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Every customer and prospect on your list buys Flaorescent and Incandescent Lamps, and the 


repeat business builds up real volume and profit if you have the right line of lamps. 


CHAMPION Lamps are manufactured and distributed so that there'll be the most in it 
for you. 


Guaranteed to equal or exceed Federal Specifications and backed by the production and service 
resources of one of the largest and strongest organizations in the lamp industry they have the 
quality and performance in service that brings you the replacement business. Once sold, 
Champions stay sold. 


Costs are kept down all the way through so as to give you maximum profit. 


A strict wholesaler policy is maintained. Outright sale, no red tape, no fancy control systems 


or records, nothing to hinder you from making the most of lamp volume and profit. 


You can do more business and make more money selling Champion Lamps. 


Why not look into our proposition? 





CHAMPION LAMP WORKS 


Lynn, Massachusetts 


a DIVISION OF CONSOLIDATEO ELECTRIC LAMP CO. 
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Dramatizinge the advantages of 
Adequate Wiring, this Okonite 
message is one of a series ad- 
dressed to architects, engineers 
and other equipment-specifying 
groups. Benefit by tying in your 
own sales efforts with this 
theme. 
















. 
! 
An industrial building may look 
enough ... may be big enough to take care of tomor FF 
row's suddenly stepped-up demands for greater output. yy 
Yet, if it isn’t “big enough” electrically . . . hasn't the 
Adequate Wiring for full electrical efficiency, it is ky ~y ) 
shackled to the past, held down to an outworn, outdated 
production quota. 
Adequate Wiring, however, is 
more than a reservoir for future 
needs. It means not only conduc- 
tors of ample size — but enough = Wu, ’ 
circuits and the kind of electrical = 
system that can supply all the ADE VATE WARING 
needs of power and lighting (both 
present and future) at the lowest 
cost pe r kilowatt used. Eneer * \ 
In existing factories, office 7” 
buildings and other industrial 
structures, this lower power cost 
may take various forms. It may 
appear in reduced voltage drop when skimpy wire sizes 
are replaced. It may show substantial economies when 
high voltage cables are used and when unit sub-stations 
are erected at load centers. It may result in savings 
through power factor correction when full advantage is 
taken of synchronous motors and capacitors. 
And in new buildings, only Adequate Wiring can fore- 
stall the need for wasteful, work-delaying dismantling 
operations in the future. In planning Adequate Wiring 
and in applying its benefits to buildings now in use or 
soon to be erected, let an engineer work with you — an 
engineer of The Okonite Company, Passaic, N. J. or The 
Hazard Insulated Wire Works Division, Wilkes-Barre, Pa. 
At 
Ue . 





insulated wires and cables for adequate wiring at its best 


4355 
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A NEW FLUORESCENT UNIT DESIGNED FOR USE IN OFFICES, DRAFTING 
ROOMS, SCHOOL ROOMS, ETC. 


It'snew. . It's Alzak Aluminum... It's the means of 
Opening up new fields for profitable sales! 


The ‘‘Forty-Sixty,"” Catalog No. 4060, directs ap- 


1 At\ 07 { L ! ahh re fy 7 y 
proximately 40% of the light upward, 60% down- 
P : 
ward. It is specifically designed for lighting jobs 
requiring an indirect Component and is ideal for 


office, drafting room, and school room installations 
The ‘Forty-Sixty” is characterized by low fixture 


brightness which results in pleasant, comfortat 


seeing conditions and avoids wastage of useful light 
, 
Ideal for use as individual units or continuous line 


This unit provides comfortable lighting at its best 
An all metal unit, maintenance is at a minimum. 
Go after the market now opened up for you 


vrite for complete data and technical details today. 
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Getter 
SAFETY 
SWITCH 












To beat the heat that all safety switches generate while 
they are ‘‘on’”’... Cutler-Hammer Engineers designed a NEW 
Safety Switch. Their first step was to plan a switch mechan- 
ism that would carry its load with a new low minimum of 
heating. Their second step was to build the mechanism so 
that it would far better withstand the heat produced by the 
fuses in normal operation. Finally they added plus features 
500° Foperatingtem- — \\ I} serving pigtail an. which a thorough investigation over a long period of time 
hinge s0 that latter curries no ow showed that contractors, electricians and service men want. 


rent. A feature promoting better 
operation and longer life in Type A 


switches. The result is an outstanding switch that offers better per- 


- 





Reinforced stationary 
contact jaws have 
heavy non-ferrous clips 
ot for permanent contact 
pressure. Withstand 







f 


formance, longer life, easier installation, better appearance, 

ere Perfected are a new measure of safety...a switch such as you have 

(\ is ber of crren.carrying 2S a never encountered before. Why don't you take the measure 
| | 1 A switches 2-0 only eon Shade. os of its quality in your very next installation? At Cutler-Hammer 


a ae wholesalers everywhere. CUTLER-HAMMER, Inc., 1425 St. Paul 
removed to in- 


spect jaw contact, Ave., Milwaukee 1, Wisconsin. 


Hil} 


| 









i 
And in Addition « - - 


« New modern case design that matches Cutler-Hammer motor CUT L. E- R- AM M -_ 
control styling. 


. Knockouts that really knock out 

- Front operation for close ganging. 

- Plenty of room and easy access to shape up wires inside. 
Easy installation. 

- Knife type blades, solderless lugs, screw type fuse clamps 


eT ag 

=SAFETY SWITCH + 

ae —-- 
; 

(Type A), strong clips. —- 

. All parts cadmium plated against corrosion. 7 aoenmmmenest 

- Assured positive and firm contact even after long use. a 

. Contacts on Type A switches are silver plated. ; Aa 
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MANUFACTURING CO., Inc. 
BOSTON 26, MASS. 





MANUFACTURERS OF QUALITY TAPES SINCE 1888 
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LAY IT ON THE LINE 

















































































































micas P| l mH 
6000 TIME-CURRENT CURVES FOR = 
SHAWMUT TYPE BF LINKS IN 
— a =< SHUR-LAG” RENEWABLE FUSES 
2 Po | 250-VOLT CLASS 
2000 pe . 
oT. Pin — 
TESTS MADE FOR 
1000 — THE CHASE-SHAWMUT COMPANY ~ & ~ . 
NEWBURYPORT, MASSACHUSETTS a; is a ae 600 AMP 
a — 
= 600 —— a | 
a * =< . 
= » 400 AmP 
< 400 - — ull 
: « et i 1 
~ —_— “T= 200 AMP 
© 200 ! 
_— —— i 100 AMP 
100 bs — ponend | 
PLATE No. 52150 hen ._ 60 AmP 
oT) — REPORT NO 312697 a 
ORDER NO 97484-M 
40 + ~< etl! 30 Amp 
ELECTRICAL TESTING LABORATORIES. INC he 
MAY. 1945 oe 15 AMP 
*: Ct _rrt_ 
006 O01 02 04 06 10 20 40 60 10 20 40 60 100 200 400 600 


BLOWING TIME SECONDS 


There have been many vague claims about the time-current 
values of long time-lag fuses. But Shawmut gives you facts and 


here are the facts about the Shawmut BF Link, for heavy-duty motor 






starting and running. ‘These curves represent time-current tests made 









AT APP. FOR” 
ND. LAB.INSP. 


a 
HAWM 


BF. time-current data on these actual, certified curves of the Shawmut BF 


and plotted by the Electrical Testing Laboratories of New York. 


They are actual values, shown clearly and completely. 


for a real comparison in performance, lay any other fuse link 


- Link. No other link, so far as we know, has as long a safe time-lag. 


' AMP 


The B in BF means that this link meets all commercial stand- 





25C 


ards; the F, that it meets all Federal specifications; and the BF that 


it's the Best Fuse Link for all-around use. 


\sk our representative, or write to us for a sample link and 





full particulars. 


THE CHASE-SHAWMUT COMPANY. NEWBURYPORT. MASSACHUSETTS 


Boston, New York, Syracus: FUSE MAKERS SINCE 1893 Chicago, St. Louis, Dallas 
Philadelphia, Baltimore Omaha, Kansas City, Denver, 
Itlanta, Detroit, Columbus Los Angeles, San Francisco, 
Nea Orleans, Indianapolts Seattle, Minneapolis 
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THAT’S THE TIME TO INSTALL 


P ow 
ge = When you plan changes in the plant layout are you handicapped 
7 by an inadequate power distribution system? Does moving machines 
 » “a involve tearing up and restringing long, expensive wiring? Is heavy 
ys “a e% equipment forced to locate near the power source? 
we bd The answer to all these questions is ‘.NO’’— once BUSDUCT 


is installed. It provides Plug-in power source every foot of its length 

. . enables machines to be running in minutes after locating... 
eliminates ‘‘cobweb’’ wiring systems, gives the plant layout unlimited 
flexibility for efficient work flow. 


And Busduct never loses its value. Standard 10-foot sections 
assemble and dismantle speedily, permit extensions and step- 
down capacity tap-offs, and furnishes maximum efficiency in 
power distribution. 

Our 20-page Bulletin No. 65 was made to help you with your 


planning. It gives specifications, prices and many helpful sug- 
gestions. Write for it today. 










WIRE AND CABLE DUCT 
ELECTRIC COMPANY 


Makers of Busduct 


Poneiboards Switchboor’s BOX 357, ST. LOUIS, MISSOURI 
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ELECTRICAL CONTRACTING MARKET 





UTILITY MARKET 


IO NARI 


4 
i 
COMMERCIAL MARKET i 
bn @ 
4 : 
“ (inn 


PACEMAKER IN WIRE PRODUCTS 
WEATHERPROOF WIRE * SERVICE ENTRANCE CABLES 
RUBBER COVERED WIRES AND CABLES (INCLUDING 
THIN-WALL INSULATED BUILDING WIRES AND CABLES) 
RUBBER INSULATED POWER CABLES + TELEPHONE WIRES 
MAGNET WIRE * PIGTAIL AND BRAIDED COPPER * RUBBER 
SHEATHED PORTABLE CABLES + VARNISHED CAMBRIC POWER 
CABLES + TROLLEY CONTACT WIRE + BARE COPPER STRAND 


‘ 





A 
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IS GETTING READY/ 


Get Set with Roebling 


..-to offer quality wire and cable 
that will save while it serves! 


4 
5 . ' 
: Meeting competition, profitably —is | Here’s what Roebling offers: 
* first on today’s order of business. Con- f. A complete line of quality wires and cables . 
& tractors, utilities and industrial users over 60 types for every purpose. Many are specially 
; . suited for wholesale distribution and all are made to 
must purchase all industrial equipment ‘ 
‘ high standards for superior performance. 
and supplies with their cost-cutting . 
En RE EE z. Aprice schedule that enables you to meet competi- 
é possibilities a prime consideration. tion and still keep a fair margin of profit. 
* Roebling can help you supply the prod- = Aggressive advertising . . . double page color mess- 
* atte tek will st Ciledieah secualian ages to help you sell, aimed at specific fields and reach- 
N — cn = mn ug — erties ing over 200,000 buyers of electrical equipment. 
g standards for long, trouble-free opera- ° ° ' 
: en a gms head 2 ; 4. Sales and service co-operation from able, experi- 
g tion. Get your share in supplying this enced Roebling men in the field, always ready to lend 
vast market with Roebling quality a hand when needed. 
wire and cable. 5. Strategically located branch warehouses, 
& = ; = kept stocked at all times with sufficient supplies of stand- 
: lo get set for competition, get set with ard electrical wires and cables .. . to back you up with 
Pa Roebling ... now! prompt, efficient service. 
: JOHN A. ROEBLING'S SONS COMPANY 
: TRENTON 2, NEW JERSEY 
:s Branches and Warehouses in Principal Cities 
4 Roebling Wholesalers in Strategic Localities 
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Arrow Lock 
Switches 


With CORBIN Pin Tumbler Locks 


Keep control of the lighting in proper hands! Guard 
against unauthorized tampering with lights in schools, 
hospitals, theatres, auditoriums, hotels or any other 


building used by the general public. 


The Lock Switches pictured here are no ordinary 
switches with locking device. They're time-tested 
ARROW Rotary Snap Switches, operated only by turn- 


ing the key in a Corbin Pin Tumbler Lock. 


No. 1281 is standard type, single pole, available also in double 
pole, 4-way and 4-way. No. 1281-WP is weatherproof, with 
cadmium -finish screw cap plate fitting on a weathertight rubber 
mat. No. 1291 ts a master lock switch, reciprocating type. After 
inserting key in lock, switch may be turned to right or left ON 
or OFF, but key cannot be removed from switch in ON or OFF 


position. Write for data sheet on this complete line. 


DISTRIBUTED THROUGH ELECTRICAL WHOLESALERS 
ARROW ELECTRIC DIVISION 





























THE ARROW-HART & HEGEMAN ELECTRIC COMPANY, HARTFORD, Cl 
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Shooting High President fruman has asked 
prompt Congressional approval of a two-year emet 
gency housing program for veterans. It calls for nearly 
3,000,000 new farm and city houses to cost $6,000 or 
less, and to rent for not more than $50 a month, but 
$10,- 


‘ 


with allowance for some dwellings, costing up to 
OOO as under war-time ceilings. 

Sounds fine. Now if Congress would legislate indus 
trial peace, end all strikes, wave the magic wand for 
enough lumber and other needed materials and then 
tell OPA to allow prices to rise in step with rises in 
wages we might get somewhere, in fact we might even 
get the two-year quota of 3,000,000 in three vears with 
out any essential industries going broke. 


* 


Lamp Life Record There was nothing really 
wrong with the light bulb in the public library at Gal 
veston, Texas, says Pathfinder Magazine. Yet a work 
man shoved a ladder across the floor and carefully re 
moved it from the socket. 

It was a large 500-watt bulb, with hand-lettered serial 
number, and 1904 patent date. It was—they said- 
+1'4 years old, and was to be “retired” from active 
ervice. It had been in Galveston’s Rosenberg library 
ever since the grand opening in June, 1904. Elec- 
tricity was still young then—Edison had demonstrated 
is first lamp only 25 years before 

That’s a ripe old age for any light bulb—average life 

a 500-watter is 1,000 hours. A_ Detroit collector 

itched it up. 


* 


Fair Trade In an address delivered recently at New 
rk, John W. Anderson, president of the American 
ir Trade Council, assailed the Federal Trade Com 
ssion for its attack on and request for repeal of the 


ir Trade Laws. 
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Mr \nderson said that FTC's tindings were 
“hastily scraped together” and represented only incon 
clusive samplings with which it could exercise “its tradi 


tional anti-iair trade bias.” 

\ struggle of many years preceded passage of the 
first Fair Vrade Law by any state and the Milles 
Pydings I:nabling Act was passed by Congress after a 
sharp battle only because the usefulness of | valizing 
lair Trade procedure had been demonstrated im many 
states. 

The Kederal Trade Commission should not be per 
mitted to cause the repeal ot all Fair Trade laws, sim 
ply because it has not learned how to change its mind in 
the face of changing conditions. Nevertheless it may 
succeed, unless those who have benefited from Fair 
Trade legislation are willing to wage an untiring fight 
for the privilege. 

(A summary of what Fair Trade means will be 
found on page 95 of this issue. ) 


* 


Appliances—When? How strikes are making an 
answer to that question utterly impossible is explained 
ina paid advertisement that was recently published by 
General Electric Company. Of the dislocations caused 
by the electrical strike, here are a few examples show 
ing that even after the strike ends the production lines 
cannot immediately start moving: 

“MATERIAL SHORTAGES Material deliv 
eries have been blocked during the strike. Scarce ma 
terials we had on order may have been diverted to other 
companies. We don't ki ow. Office people, who should 
be keeping track, will have to find out Before produc 
tion line workers can start, the flow of materials must 
be organized again 

‘SHUT-DOWN MACHINES 


] 
1 


Continuous 
processes, once stopped, require considerable time to 
get started again. Machines must be put in running 
condition. Maintenance and repair work will be a 


(Continued on page 35) 
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Think how the wire that survives such severe hazards 
can serve you under normal conditions 


yuk 


nt ‘ 


t. Off 


% Densheath insulation, a synthetic 
compound, is remarkably durable be- 
cause of its great density. Finish is 
smooth, polished. 

% Highly resistant to moisture, acids, 
alkalies, chemicals, mineral, animal 
and vegetable oils. 


% Flameproof—won't ignite, burn or 
support combustion. 
% Surprisingly pliant. No “spring.” 
Retains sharp bends. 


¥%& Superior to any rubber compound 
in super-aging qualities, resistance to 


AoA ANACONDA WIRE 
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sneat 


ozone, oxygen and sunlight. 


% Superior to usual grades of rubber 
insulation in dielectric strength. Good 
insulation resistance. Low specific in- 
ductive capacity. 

¥% Resists reasonable degree of abra- 
sion, tearing, bending and flexing. 


% More circuits per conduit—for new 
installations, extensions and mainte- 
nance. 


¥% Strips easily; leaves bright con- 
ductor. 


* TYPE 
T& TW 
BUILDING 
WIRE 


% Densheath insulated wire and cable 
can be used anywhere Type R is al- 
lowed. 


Densheath is ideal anywhere cables are 
subjected to extreme conditions. Its 
flexibility and resiliency fit it for many 
installations in confined spaces. Avail- 
able in a variety of colors. Anaconda 
Wire & Cable Company, Subsidiary of 
Anaconda Copper Mining Company, 
General Offices: 25 Broadway, New 
York City 4; Chicago Offices: 20 North 
Wacker Drive 6; Sales Offices in Prin 
cipal Cities. 40317 





& CABLE COMPANY 
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(Continued from page 33) 
bottleneck. Until this work is done, some production 
jobs may be held up. 

“ENGINEERING BOTTLENECK Even be 
fore the strike started, the shortage of designers and 
draftsmen put us behind on engineering instructions to 
our factories. In one plant, we could have put 3,000 
more people to work if we’d only had the engineering 
instructions to tell them what to do. The strike has 
put plants further behind on this work. 

“ORDERS MUST BE REVIEWED .. . Some 
customers may have switched their orders elsewhere, 
or may be unable to accept strike-delayed deliveries 
Work on many contracts cannot be restarted without 
checking with customers.” 

In the light of the above your guess on delivery dates 
is as good as anyone's. We don't know. 





Courtesy of J. Kindleberger, Chairman of the Board, 
Kalamazoo Vegetable Parchment Co. 


-“ 


Some Fine After four years of litigation against 
the National Wholesale Druggists Association and 
twenty-three wholesale drug companies the defendants 
entered a plea of nolo contendere meaning they will not 
ontest, though guilt 1s not admitted. The government 
mposed fines aggregating $87,000 and the case was 
losed. 

While that seems like a big fine when guilt was not 
dmitted, the total of 52 defendants, specifically named, 
probably don’t feel very badly. The charges were that 
hose wholesalers had maintained their margins of 
profit either by fixing wholesale selling prices or forcing 
anufacturers to fix prices at levels asked by whole 
ilers. 

With fair trade contracts also mentioned as a price 
xing device, we wish that the case had been carried 
hrough to the Supreme Court for a final decision as it 
light have had a far-reaching effect on existing prac- 
ces in some other wholesaling fields. But then—we 
vere not one of the defendants. 
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Door Knobs With door knobs needed for new 
houses, a manufacturer not having previously made 
them, decided to enter the field. On May 20th, 1945, 
he asked the local OPA office what to do about prices 
Followed endless communications—letters, telegrams, 
telephone calls to Washington. 

Finally on October 3rd—nearly five months later— 
came the official pronouncement that he would be al- 
lowed to charge a price that represented exactly cost 
of materials and plating—nothing else and about one 
half of current competitive prices. 

Sure, with so low a price that manufacturer could 
have cornered all the country’s orders for door knobs, 
but he would have gone broke supplying even a frac 
tion of the demand. So-h-h-h- he’s not making door 
knobs. 

Door knobs, locks, lumber, steel, household appli 
ances, automobiles, all things that are urgently needed 
to get the promised post-war prosperity rolling. And 
vet, because an unrealistic administration permits un 
realistic bureaus to throw and keep monkey wrenches 
clogging that great machine, known as_ Industrial 
\merica, post-war prosperity is delayed. 

We are in favor of realistic guidance of prices to pre 
vent runaway inflation. We are against unrealisty 
control of economic processes that must be allowed to 
function freely if we are to survive 


jw 
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VIRDEN VALUE 





VIRDEN VALUE 


Virden Opens 


the Residential Fluorescent Market 


Virden’s VS-224 featured above is 


smart—in a true sense. 


It utilizes modern plastics and metals 
to achieve lighiness, grace and 
beauty. That's smart—but while its de- 
signer had in mind a modestly deluxe 


kitchen unit, the public grasps a wider 





No. VS-224—Two 40-Watt Lamps 


range of usefulness—that's smarter. 


The public sees in these fixtures fluores- 
cent lighting for dining room, bathroom 
or bedroom. They want fluorescent 
now. This fixture and its companion 
No. VS-242 make fluorescent pleas- 


antly available at reasonable cost. 





No. VS-242—Four 20-Watt Lamps 


JOHN C. VIRDEN CO. - Cleveland, Ohio 
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THE FAILURE OF 


“PACT. FI 


NDING” 





HE PRESIDENT has asked Congress to grant him 

authority to appoint fact-finding boards to deal 

with nationally important labor disputes. Most citi- 
zens would like to see some reasonable and objective 
solution of the industrial strife that now is disrupting 
reconversion. Unfortunately, the record of the “fact- 
finding” procedure indicates that any claim of impartial- 
ity for this process is a gross misrepresentation. 

The Administration bill would authorize the President 
to appoint such boards in cases certified to him by the 
Secretary of Labor. Each board would report to the 
President “its findings of fact and such recommendations 
concerning the dispute as the board deems appropriate.” 
Its facilities and staff would be provided by the Secre- 
tary of Labor. The bill provides for an interval of not 
more than 30 days known as a waiting or “cooling off” 
period during which it would be “unlawful” (though 
no penalties are specified) for anyone to promote or 
encourage work stoppages. 

Because the Administration did not wait for Congres- 
sional action upon its proposal, but appointed a number 
of fact-finding bodies to deal with current emergency 
cases, we have been afforded at least a partial preview 
of how the procedure may be expected to work out if 
laws establishing it are passed. 

If the reports handed down by the fact-finding panels 
in the General Motors and oil disputes may be regarded 
as representative, it can be stated conclusively that 
Government-appointed “fact-finding” boards will con- 
cern themselves to only a minor degree with the estab- 
lishing of facts. A far greater share of their effort will 
be concerned with the speculative business of forecast- 
ing future output and production efficiency and apprais- 
ing the “ability to pay” of the companies involved. But 
the predominant emphasis will be placed upon framing 
recommendations for settling the disputes in line with 
announced Government wage-price policy. 

In short, the procedure essentially will be one of reg- 
istering with the public a government opinion as to 
how far wages may be raised in the cases at issue with- 
out raising price ceilings. Both the General Motors and 
the Oil Panels stated, in quite explicit terms, that this 
was their conception of the job assigned them. 


“Fact-Finding” in Auto and Oil Disputes 


As the General Motors Panel phrased it: “This board 
subscribes to, and has been guided by, the national 
wage-price policy” — which it summarizes as calling for 
wage increases to maintain take-home pay at wartime 
levels, to the degree possible without inflationary price 
rises. 

The Oil Panel was even more forthright in the state- 
ment of what it was supposed to do. “In the judgment 
of the panel,” it declared, “the earnings of the workers 
must be as high as is consistent with both the mainte- 
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nance of the stability of the price structure and the 
provision for reasonable returns to the owners of indus- 
try.” In other words, prices and the return to investors 
are to remain fixed, with labor entitled to an ever- 
increasing return up to the limit of what the traffic 
will bear. 

Having thus outlined their respective conceptions of 
the job, each panel proceeded to carry out its mission 

The Automobile Panel recommended that General 
Motors increase its basic hourly wage rates by 1942 
cents, which amounts to about a 1742 per cent increase 
on the company’s average hourly wage of $1.12. The Oil 
Panel recommended an 18 per cent increase in basic 
hourly wage rates, or an additional 21 cents to the 
average wage rate of $1.20. 

The General Motors recommendation was based al- 
most exclusively upon the Panel's calculation that a 1912 
cent raise would keep weekly take-home pay equal to 
that earned in 1944 when the work-week averaged 45.6 
hours. The calculation turned on an estimate of what 
the effective work-week was likely to be in 1946 

The Oil Panel’s recommendation appears to have been 
based on a more complex but no more conclusive ac- 
counting. After calculating that the maintenance of July 
1945 take-home pay after 40-hour shifts were restored 
would require a 22 per cent increase in straight-time 
hourly wages, it recommended that an 18 per cent in- 
crease be made. It accounted for 942 per cent of this 
by noting that this was needed to cover cost-of-living 
rises, and explained that the rest was justified by a 
combination of factors including loss of premium over- 
time pay, higher productivity, and settlements already 
negotiated. Since the Panel gave no indication of the 
weight given to these several factors, it may not be 
unfair to assume that the last-named was given pre- 
ponderant importance, since 18 per cent was the increase 
already granted in collective bargaining by Sinclair and 
certain other oil companies. 


Higher Pay Without Higher Prices 


Both panels stated that the pay increases recom- 
mended could be met without raising price ceilings, but 
neither documents its case on this score with very 
conclusive “facts”. 

The Oil Panel confined its observations on this ac- 
count to the statements that only one company in its 
group had pleaded “inability to pay” and that the 
industry was in a generally profitable position during 
1943 and 1944. 

The Automotive Panel stated that, under a number 
of assumptions about the 1946 operations of General 
Motors which it believed to be valid, the Company 
would have higher earnings than it had in 1941, its 
previous record year. It specifically stated that its 
findings in the case were not applicable outside the 
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Illustrated above is an outstanding super- 
market interior in which Pittsburgh Perma- 
flector Incandescent and Fluorescent Equip- 
ment is used to achieve efficient illumination 
and a sales-stimulating overall effect. In 
this, and thousands of other commercial, in- 
dustrial and institutional applications, Pitts- 
burgh Permaftlector Equipment provides 
the ideal answer to ALL lighting needs. 

Designed to be flexible and functional, 
engineered to be efficient and practical . . 
Pittsburgh Permaflectors combine ease of 
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installation and maintenance with maximum 
illuminating efficiency. 

Electrical wholesalers who handle Pitts- 
burgh Permaflector Incandescent and 
Fluorescent Lighting Equipment find Pitts- 
burgh Permaflectors offer many unusual 
opportunities they have wide and favorable 
acceptance among contractors, architects 
and other lighting equipment buyers... they 
are adaptable to a wide range of applications 

. are highly saleable and profitable to 
handle. Write for further details on the line. 








Lillsburgh Roflecto a ‘Compa uy 


OLIVER BUILDING - PITTSBURGH 22, PA. 


MANUFACTURERS OF PM ERMAFLECTOR LIGHTING EQUIPMENT 
DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 


Permaflector 


Permaflector Lighting Engineers in all Principal Cities 
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automobile industry, but it recognized that the General 
Motors settlement would more or less determine the 
settlements of other automotive companies. It stated that 
it had not been able to arrive at a clear conviction as 
to the ability of other auto makers to pay similar wage 
advances, but it dismissed the issue by observing that 
they could expect to operate at full capacity in 1946, and 
that this should provide savings to offset the increased 
wage expenditures. 

From the management point of view, one of the most 
serious limitations in the panels’ procedure was their fail- 
ure to deal with any of the Company claims put forward. In 
ordinary collective bargaining the demands of both sides 
are advanced and concessions in one direction are traded 
for concessions in the other. Here, although the compa- 
nies involved had insisted upon their need for guaran- 
tees against contract violations and wild-cat strikes, and 
for other union concessions, nothing but the wage issue 
was considered by the “fact-finding” bodies. The Gen- 
eral Motors Panel specifically recommended that the 
wage increase of 1912 cents be granted, but that other- 
wise “the status quo prevailing before the strike be 
restored by the reinstatement of the 1945 contract be- 
tween the parties.” Handled thus, fact-finding becomes 
indeed a wholly one-sided exercise. 

Both panels accepted, quite uncritieally, the general 
position taken by Government spokesmen that wage 
increases are inflationary only if they are directly trans- 
lated into price advances. It should be obvious that all 
wage increases add to the inflationary pressure, if made 
at a time like the present when consumer purchasing 
power far outstrips the volume of goods and services 
available to satisfy it. 


“Fact-Finding” Dodged in Steel and Rails 


It is ironic, too, that even while the Automotive and 
Oil Panel groups were holding the “government policy” 
line, the President and his Reconversion and Stabiliza- 
tion Directors were busily at work trying to dent it. In 
the steel dispute, although price rises in this industry 
have a particularly sharp inter-industry impact, hear- 
ings by the appointed fact-finding board were deferred 
while negotiations were carried forward by the Presi- 
dent and his advisors under which the industry was 
offered a price increase of approximately $4.00 a ton on 
condition that U.S. Steel and the United Steelworkers 
agree upon a mutually acceptable wage boost. It is hard 
to avoid the cynical conclusion that wage increases 
constitute the major administration policy, and that the 
principle of not translating them into increased prices 
is sacred only in those cases where there can be some 
reasonably plausible showing that wages may be raised 
without price advances. 

Much the same general conclusion — that the “facts” 
are controlling only if they support a substantial wage 
increase — is sustained by the history of the administra- 
tion of the Railway Labor Act of 1926, often cited as a 
glowing example of how “fact-finding” by so-called 
Emergency Boards of Presidential appointees has served 
to prevent strikes on the railroads. It is true that reports 


of almost all of the 31 Emergency Boards appointed to 
look into threatened railway strikes in the 20 years 
since the act was passed have provided the basis for a 
settlement of the disputes in question. The fact — a real 
fact — remains, that in 1941 and again two years later 
the wage adjustments found appropriate by Emergency 
Boards in major railway labor disputes were revised 
upwards at the White House after the unions involved 
rejected them as unsatisfactory and threatened to strike. 
The second upward revision was made after government 
seizure of the railroads to prevent a national transporta- 
tion tie-up. When the “facts” did not indicate a large 
enough wage increase to satisfy the union and the Ad- 
ministration, the “facts” went out the window. 

It would be irresponsible to deny the importance of 
finding some tenable solution of current disputes that 
threaten to completely disrupt the reconversion process. 
But upon the evidence of experience, “fact-finding” 
boards cannot be expected to operate according to the 
common conception of their function — as agencies de- 
signed to sift out for the public an objective and signifi- 
cant weighing of the facts behind conflicting claims. 


Without Principles Facts Mean Little 


Facts, if they are assembled upon a sufficiently parti- 
san basis, can be made to document almost any case 
one wishes to establish. The major difficulty in mar- 
shalling facts to resolve wage disputes is that there are 
no agreed-upon principles to determine the levels at 
which wages should be set. In the absence of such 
principles, it is inevitable that “fact-finding” boards, 
appointed by the Administration, manned largely by 
those who helped develop and administer Administration 
wage policies, and depending for technical assistance 
upon Administration Departments, will serve merely to 
implement Administration wage policy. 

If Government means to reassert its wartime authority 
to fix wages —an objective specifically disavowed by 
the President and seemingly wanted by no one -— it 
should accept the responsibility directly, rather than 
operate to that end through “fact-finding” boards which 
are independent in theory, but which cannot be so 
in fact. 

The failure of the brand of “fact-finding” now urged 
upon Congress by the President is evident. Therefore, 
we must look for a solution along other lines. 

What is needed is for labor and management to agree 
upon the principles that should govern the determina- 
tion of wages under free collective bargaining. When 
such agreement is reached, then and only then, can 
fact-finding become an objective and useful instrument 
for settling wage disputes. 
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First “Mini-Max” >” 
“A-B" Pack for Portables! 


rd 









WHAT YOU SEE in this picture is the new “Eveready” 


No. 754 “A-B” pack for portable radios. A pack delivering 





90 volts plate supply; 7! 2-9 volts filament supply. 









WHAT YOU DON’T SEE is the construction of the “B” 


section of the unit—a construction that’s newsworthy in- 





deed! For this is the first time that the famous, longer- 





lasting flat-ce'l principle of the ““Mini-Max” battery has 






been available in an “A-B” pack tor portable receivers. 


THE SHELL wit 









Because no space is wasted in the Mini-Max battery, AIRY, Novy 18 cesar on  APRADIO BRAIN’ 
more electro-chemical energy is packed into every cubic net Mched Seat, laters strc 
inch. Which means that this new battery — like every ‘ 
“Mini-Max” battery ever built—lasts far longer than any 
competitive battery of equal size. 
YOUR REPLACEMENT PROBLEMS APE SIMPLIFIED he- a 
—_ ~ 


cause new portable receivers are now being designed 


ts many »resent models as well. 


EVEREAD 


TRADE -maARK 
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around this nack—and ti 





in example of “Eveready” “Mini-Max”’ 
hattery advertising is this full-page adver- 
tisement in Life, Time, Saturday Evening 
Post, Collier's, Look, American Magazine, 


NATIONAL CARBON COMPANY, INC. 
General Offices: 
30 East 42nd Street, New York 17, N. Y¥. 
Division Sales Office Atlanta, Chicago, Daiias, 


Kansas City, New York. Pittsburgh, 
San Francisco 


ation 





and dozens of other magazines. It dramatizes 
“Mini-Max” battery advantages to your pros- 


familie pects—helps you se// “Mini-Max” batteries. 
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12” - 14” - 24” 


house or hand control 








No 4200 
Enclosed Flood 
0. 1000-1 Watt 


Rotation feature with 






INCANDESCENT 
SEARCHLIGHT 


sizes, 


pilot 


lens 


No. 3800 
Eliptor 

Q\ strenr ned 
signe 1 u it or 
f ting 




















No. 3080 


Open Type Flood for 
lighting large area 
Alzak Aluminum re 
flector 300 to 1000 
Watt. Telescopic arn 
provides simple and 


positive adjustment 





No. 3018 Convertible 
This unit is strong, sturdy and 
weatherproof Accommodate one 
2”-18”-24” lens sizes. A master r two top floods joing a fine 
lece in design and performance irea lighting ot plus spot 
ficiency. No. 3017 Convertible ghting 


RE Veen E 


6011 BROADWAY 


ELECTR te 












Alzak Aluminum or Porcelain 




















Enamel High Bay Units 
Three beam preads turdy 
7100 Series Enctosed Floods quick, easy In 
\ . r to 100 
Watt size for ey 
4 por 

We are again in production or any of the fa ace ' 
REVERE Alzak Aluminum Floodlights idi Hinged and 
tigid Pe Low Mounting Standards and other itstanding 

quipment designed for specific applications Coupled with 

ur war-born line of Porcelain Enameled Steel Floodlights 

ire prepared to render greater ser e to the fk i 
Industry than ever before 
Expanded manufacturing facilitic ne prod ' 
technique years of specialized experience and the 
ise of highest grade materials. guarantee the fu 

ment of your requirements to the highest degree 
When you select or specify REVERE Lighting 
Equipment you may be sure of the finest ir 
engineering—best performance—plus_ ease 
of installation, wiring and maintenance 
Our new general Catalog is in prepara 
tion. Write us to reserve a copy for you 


The Famous 
Revere 
Hinged 
Floodlight 
Pole. 


Eliminates 
" rdous 
climbing to 
clean or serv 


Rigid Poles 
mm) te &0 foot 


CHICAGO 40, ILLINOIS 
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America’s smallest diameter, 
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lightest weight rubber covered wire 


a 


lat Be On ira 


Rite nee 
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Conventional insulated wire, Laytex insulated wire, eight 
four No. 14 (code) type R con- No. 14 Laytex insulated con- é 
ductors. 3450 watts. ductors — 5800 watts. 


-~—--— ~vU.S. LAYTEX DILEC 





aiien to 
ram. 


Sil 


A well lubricated fibrous cover protects Laytex against light, air and abrasion. 
Cover is also flame-retardant, moisture-resistant. 


UNITED STAY" 
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THE KEY TO THE HOME 
OF TOMORROW 


NOW INCLUDED IN NATIONAL ELECTRICAL CODE 
Here’s the news contractors, engineers and architects have long been 
waiting for! Laytex, the revolutionary building wire that doubles conduit capacity, has 
now earned its right to be used not just on re-wiring jobs, but for every kind of wiring. 
On new and old construction, Laytex — America’s smallest diameter, lightest weight 
rubber covered wire — means savings in weight, savings in conduit space, plus unexcelled 
tensile strength and elongation. 

Produced by the exclusive “U. S.” process of continuous dipping, drying and vulcanizing, 
Laytex Wires and Cables have perfectly centered conductors, insulated with 90% unmilled 
grainless rubber having high dielectric strength. 

The man who uses Laytex will find it clean stripping, easy to install or remove. Permanent 
colors make circuit identification easy. 


U. S. ELECTRICAL WIRES AND CABLES 





en to “Science Looks Forward”—on the Philharmonic-Symphony 


gram. CBS network, Sunday afternoons, 3:00 to 4:30 E. S. T. Serving Through Science 





Pe, 


RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS @ ROCKEFELLER CENTER © NEW YORK 20, N. Y. 
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THE NATIONAL ELECTRICAL CODE 
NO. 4409 IN SIGHT OF CONTROLLER 


The disconnecting means shall be located 
within sight of the controller or arranged 
to be locked in the open position. 












Size 1. C.M. Magnetic Starter 
(7% H.P.) and Fusible 
Motor Circuit Disconnect. 








Size 3. C.M. Magnetic Starter 
(50 H.P.) and Non-Fusible 
Motor Circuit Disconnect. 





You're always Right 


IF YOU USE 


COMBINATIONS 


To comply with Code requirements 
there’s no better way than to com- 


bine both magnetic starter and motor 


circuit disconnect in a single cabinet_ :| 


. . as illustrated by the three types 
of Trumbull Combination Starters 
here shown: Fusible, Non-Fusible 
and Circuit Breaker disconnect. 

When starters are fed from indi- 
vidual circuit the No-fuse may be 
indicated; when short circuit protec- 
tion at the starter is desirable, employ 
either Fusible or Circuit Breaker 
types. In any event, Combinations 
far surpass separate units in con- 
venience, space saving and mainte- 
nance. They're completely wired to 


reduce mounting and wiring time. 














Size 2. C.M. Magnetic 
Starter (25 H.P.) and Cir- 
cuit Breaker Disconnect. 


| 
ta 
‘ 

The Trumbull name plate on your 
starter indicates mechanical and elec- 
trical efficiency of the highest degree. 
It means that the “pioneer builder 
of enclosed switches” has included 
all the essential features required for 
long, safe operation and full pro- 
tection against overload, undervolt- 
age and danger due to phase failure. 
Sizes 0, 1,2 and 3—2 to 50 HLP. in all 
capacities needed for normal machine 
operation. Remote or local control 


. . . push-buttons as desired. 


Specify TRUMBULL COMBINATION MAGNETIC STARTERS...and be RIGHT 





THE TRUMBULL ELECTRIC MANUFACTURING CO. 
PLAINVILLE, CONNECTICUT 


OTHER FACTORIES AT 


NORWOOD, OHIO 
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Forums and Conferences Scheduled 0 sia" su ne aii 
For April Lighting Exposition at na dee, he Sess wil aor 


to increase sales; to the industrial execu 
International lighting show in Chicago will feature tive. a chance to learn how to increase 


; ; ; , — ; . luction, reduce accidents and conserve 

practical applications of new types of illumination , "ae eNOS 

cvesight; to the school executive, an op 
irtunitvy to study the mp! ved use ot 


tine techniques t Improve educational 


S PART of the program announced ippluations of the newest developments result nd conserve the nation’s eyesight; 
i for the International Lighting Expo in illumination. to the electrical contractor and utility man, 


which will be held in Chicago in ach conference will feature men wh chance to see the new ideas in the tech 
ril immediately following the Spring are recognized as outstanding in their sub nique f more etfective presentation of 
nterencs of the National Electrical jects, according to. the expositior com the newest levelopments i hiehting and 
olesalers Association, there will be a mittee These conference sessions have their value to the customet 
ries of four morning centerences de been arranged to afford opportunity for The entire exhibition hall of the Ste- 
ned to make better known the practical round table discussions and forun Ol ens Hotel will be required for the more 











ICTORY DINNER held by the Electrical Association of tion’s first post-war lamp campaign. Twenty distrib tors took 
tiladelphia in January to celebrate the success of the associa- part in the activity. 
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ALL PURPOSE Electrical Raceway 


NATIONAL 


ELECTAIC PROOUCTS 


National Electric 


PROOCLCTS CORPORATION 
Pittsburgh 22, Fa. 








National adds to its. system of surface race- 
ways a most versatile product—Surfaceduct, 
a raceway approximately 2x2. Entirely 
accessible for ease of future wiring changes, 
it is adaptable to lighting circuits, power 
for work benches and heavy duty require- 
ments up to 60 amperes. 


Surfaceduct has the “lay-in” feature, origi- 
nated by National, which expedites wirinc 
An ingenious bridge insures firm anchorag° 
of the capping or devices. Write for com. 
plete engineering data. 

















than sixty manufacturers of lamps, light- 
ing fixtures, paint and other products re- 
lated directly to illumination. The expo- 
sition will be open every day from 12 noon 
to 6 P.M., Friday through Tuesday, inclu 
sive, April 26 to 30th. On Thursda: 
ifternoon, April 25, the doors of the ex- 
position will be open for a preview by 
members attending the National Electrical 
Wholesalers Association meeting. 

Among the many new lighting develop 
nents which exhibitors have announced 
they will display, many of them for the 
rst time, are the following: completely 
edesigned fluorescent units of porcelain 
enamel steel, plastics and other materials; 
pen tube, glass enclosed and louver types, 
troffer units, flush and suspended mounted 


units, cove units, built-in units, etc. 


Price Elected President 
Of Westinghouse Corp. 


Gwilym A. Price has been elected pres- 


ident of Westinghouse Electric Corpora 
tion to succeed George HH. Bucher who 
has resigned, the company announced on 
January 31. Under a recent amendment 


the company’s by-laws the new president 




























































































ye 


Price 





assulne thre ] sition ! chiet executive 





pre sick nt 


it the People 


ittsburgh Trust Company, before joining 
estinghouse in 1943. A. W. Robertson, 


O as chairman, has been chief executive 
theer since 1929, has reached the age of 
tirement Under the new by-laws, he 
is elected chairman ot the board and 
ll continue as a member of the organi 
tion, though in a less active capacity, 
announcement stated 
lr. Bucher has been named vice-chair- 
in of the board and will continue as 
iirman of Westinghouse Electric Inter- 
itional Co., which handles all the export 
siness of the parent company. He also 


have other duties 
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Only 50 years old, Mr. Price becomes the rank of Captain in a Heavy Tank 


one of the youngest directing heads of a Battalion, with service overseas He re 
lajor corporation. He was named vice urned to law practice aiter his release 
resident of the company in 1943 and from the armed forces and in 1920 joined 
hecame executive vice president last May the Pittsburgh Trust Company He is 
shortly after having been elected to the a director of a number of corporations, 
board including Blaw-Knox Co. and Southern 

Mr Price is a veteran of World W al I, Pent (il, and is a trustee of several col 
in which he rose from enlisted private to eges and hospitals 





Radio Engineers Stage First Big 
Postwar Exhibit & Technical Meeting 


Over 7,000 attend show at Hotel Astor in New York, January 23- 
26, study new electronic products displayed in 170 booths by 
135 manufacturers, listen to 87 talks presented at 16 sessions 


Q' KR 7,000 radio and clectrome equip ntended to be im operation through that 
ment technicians and salesmen, by day, had tolded up at midnight Friday 


Lowy iv 
tar the largest number ever attracted, iiter some misunderstanding between. the 
attended the 1946 Winter Technical Meet IRE and the hotel management and/or 
ing of the Institute of Radio Engineers a carpenters’ union. 
held January 23-26 in the Hotel Astor, Klectronic equipment ranging all the way 
New York trom broadeast transmitters and other 
Indicating tremendous interest in cit commercial communications apparatus ex 
cuit and equipment developments kept clusive of home radios, through laboratory 
under wraps tor security reasons during and production test gear and medical ap 
the war and unveiled tor the first time paratus, to strictly electronic control and 
at the show, this tremendous crowd pored processing devices, was shown The get 
into the innards of gear exhibited by 135 eral impression was that about three 
manufacturers in 170) booths on the &th juarters ot the exhibitors were display 
and 10th floors, crowded three meeting ing the lines of merchandise thev had in 
rooms on the Ist floor to hea 87 technical production betore thr War, having made 
talks presented at 16 group sessions a few design improvements and, in some 
Many who arrived on Saturday, the last imstances, added one or two brand new 
day of the show, were outspokenly disap items 
pointed to find that all booths. ortginall Phe remaining « vbitor appeared to be 



































































































View of the engineering and sales-engineering crowd milling around a fex 
typical booths at the IRE’s 1946 Winter Technical Meeting in New York. 
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SECURITY 
FRICTION TAPE 


United States Rubber Company 


Seemann eT 














Popular? You bet! Why? Because Security is straight-tearing... 
non-ravelling...highly dielectric...has great tensile 
strength. Its strong rubbery adhesive sticks and holds. 


Listen to “Science Looks Forward” —on the Philbarmonic-Symphony 
SERVING THROUGH SCIENCE program. CBS network, Sunday afternoons, 3:00 to 4:30 E. S. T. 


UNITED STATES RUBBER COMPANY 


1239 AVENUE OF THE AMERICAS + ROCKEFELLER CENTER + NEW YORK 20, N.Y. 
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INOUSTRIAL RECEIVING 





AT IRE MEETING in New York, 
E. H. Fritschel, right, manager of 
sales for the tube division of the Gen- 
eral Electric Company's electronic 
division, explains the GL-592 tube to 
C. D. Conklin, left, U. S. Navy, while 
J. E. Nelson, sales manager of trans- 
mitting and industrial tubes for the 
division looks on. 


newcomers, or at least firms relatively in- 
active from the standpoint of promotional 
activity before the war, and most of these 
displayed apparatus made for the military 
services and now actively seeking a com- 
mercial market. 

Communications equipment predominated 
among the exhibits, as one would expect 
at a show sponsored by a radio engineer 
ing group, with electronic test apparatus 
suitable for a wide variety of purposes 
running a close second. 

Sixteen separate groups of technical 
talks were given, in some instances two 
and even three meetings running concur 
rently. Because of this arrangement, 
obviously an expedient to crowd into the 
available time 87 papers of paramount 


interest (it is rumored that the Papers 
Committee actually had to turn down ove 
100 additional papers) it was physically 
impossible for any one man attending the 
meeting to listen to more than about 40 
percent of the talks 

Group sessions included talks on = mili 
tary applications of electronics, f-m and 


heory, 


a-m_ broadcasting, circuits and 
television navigation aids, vacuum. tubes, 
microwave vacuum tubes, antennas, radar, 
microwave techniques, crystal rectiliers, 


ndustrial electronics, communications sys 


tems and relay links, radio propagation, 


broadcast receivers and quartz crystals 
In the technical sessions, as in_ the 

exhibit hall, it was noted that while indus- 

trial applications of electronics still far 


trom dominated despite numerous predic 


tions of vastly increased use during the 


war, such applications were given more 


ittention than in previous IRE meetings 


Sees Age of Electrical Living 
Producing $5 Billion Market 


Jobs for 600,000 forecast by Westinghouse vice president. 
Says, “The future of electrical living is vast and certain” 


HE MODE RN ave oO! ele trical living 
now dawning in American homes will 


provide jobs tor more than 600,000) men 
and women and will mean an annual bust- 
ness of $4,500,000 during the next ve 
vears, B. W. Clark, vice” president in 
charge of sales tor the Westinghouse 
Electric Corporation, forecast late last 


month to newspaper and magazine editors 
at a preview of the 1946 Westinghous: 
home consumer products 

“When we began planning the preview 
some months ago, we neither realized not 
even imagined our country would bi 
plunged into industrial strife, but no mat 
ter how serious our troubles seem today 


the future of this. business t electrical 
living is vast and certain Nothing can 
stop it,’ Mr. Clark said 

The theme of the preview was set by 
a color film “The Dawn of Electrical 
Living,” prepared by the Walt Disney 
studios in Holly wood for Westinghouse as 
the company’s contribution to the industry 
program to inform the public of the im 
portance of adequate wiring in old and 


new homes 


\ more detailed analysis of production 
difficulties was presented by J. H. Ash 
baugh, vice president in charge of the 
electric A Division of Westing 


house, who pointed out that “reconversion” 


pphance 


manpower to normal peacetime eth 
iency has been one of the division’s knot 


tiest problems. He said that although the 


division's predicted reconversion schedule 
s been met up to time of the electrical 


trike, and unemployment was only 400 
«low the prewar peak of 5,500, yet pro 
duction was 40 percent below prewar out 
necessity of retraining 


employees, shortages of materials, and the 





general pr in reconversion 
Phese factors, added to a cost-ol pro 
auctlho NCcrease rt 25 percent, and losses 


due to lack of parts, substitution of ma 


terials, and extra handling, have served 
to “almost double” production cost of the 
yplianeces so far produced 


MMi Ashbaugh declared that “we shipped 


92 percent of all apphances produced in 

thie eal 1945." ( nmenting of future 

pliance production schedules, he said 
( uiled nm page 103) 








LIGHT FOR THE YANKEES. A super-brilliant lighting system utilizing 
1200 floodlights of a new type has been planned for the Yankee Stadium, 
according to Larry MacPhail, manager of the Yankee baseball team and the 
General Electric Company, which will supply the floodlights. An even illu- 
mination of 200 footcandles over the entire playing field is expected. 
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New Fuse Design 






Utilizes Bridge Building Experience 


in Compensating For Expansion and Contraction 


A primary engineering principle of bridge building is proper allowance for 
expansion and contraction due to extreme temperature variations. This same 
construction feature has now been applied to the precision engineering of 
Jefferson Renewable Fuses. Instead of permanently securing the ends of the 
fibre “bridge’’—used to support the blade and link assembly— provision is 
made for securely holding the knife blades in alignment while at the same time 
allowing enough freedom of motion to avoid unbalanced strains and buckling. 
Consequently, regardless of alternate heating and cooling, or change in humid- 
ity, which may affect the Fibre Barrel, the fuse knife blades are held constantly 


in alignment. 


This added feature of reliability and efficiency, plus the protection given by ? 


Jefferson Renewable Fuses under the stress of heavy over- ! 


loads or short circuits, is a natural outcome of Jefferson 


research and engineering progress. Specify Jefferson Fuses 








for extra protection to valuable electrical equipment, easy 
renewal, ard long fuse life. JEFFERSON ELECTRIC COM- 
PANY, Bellwood (Suburb of Chicago), Illinois. In Canada: 
Canadian Jefferson Electric Co., Ltd., 384 Pape Avenue, 


Toronto, Ont. 


ELECTRICAL 





WHOLESALING 





Illustration reveals new 
assembly construction, on 
improved Jefferson Re- 
newable Fuse, which com- 
pensates for expansion 
and contraction to insure 
long-life alignment. 


FERSON | 
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YOUR CEThe figures we use as basis for these monthly 
omparisons of performance in the electrical wholesaling 


field are collected and compiled by the Bureau of the 


‘ensus of the U. S. Dept. of Commerce. 
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Business Index 
For the month of November 1945 


SALES Sales of electrical goods by wholesalers 
during November soared to new heights, reaching 
157 percent of the 1939 peace-time level of dollar sales 
volume. This is the second highest point reached in 
the last 19 months, only two points below. sales of 
June 1945. 

It is evident that this upswing was the result ot 
increased demands for industrial supplies ordered by 
the many companies that went into all-out reconversion 
in October and November, plus high-level sales in 
the agricultural regions 

As these figures for November represent sales in a 
period when there was a comparative calm in labor 
management relations, they may be considered an indi 
cation of the high level of peace-time business that may 
be anticipated when the Nation settles down to a strike 
less period of activity 


INVENTORIES exceeding by 14 points even the 


high point reached in the previous month, inventories 
of electrical goods in November, as reported by whole 
salers throughout the country, was at 132 percent of 
the 1939 average monthly level. 

This was the highest level for inventories reached 
since July 1942, three months following the instituting 
of inventory limitation order 1-63, and was higher than 
any month in either 1939 or 1940. 

Although the November sales volume was up 11 per 
cent from October, inventories held their own, even 
increasing & percent on a month-to-month basis. 


COLLECTIONS ¢ ollection percentages for Novem 


ber were 91, three poimts below the revised collection 
percentage for the previous month, and one point ahead 
of the collection percent for November 1944. 

Accounts receivable for November were up 12 per 
cent compared with the same month of 1944 and up 
three percent compared with October 1945 











Smeryville sae 


, Sos Wngeles 


He e 








GENERAL CABLE EXECUTIVE OFFICES 


420 Lexington Avenue « New York I7, N. Y. 
SALES OFFICES 


ATLANTA 3, GEORGIA 
1311 Healey Bldg. 
Walnut 6860 


BOSTON 10, MASSACHUSETTS 
| Federal Street 
Hubbard 344! 


BUFFALO I[5, N. Y. 
56 Clyde Avenue 
University 5202 


CHICAGO 6, ILLINOIS 
il! N. Canal Street 
Franklin 1101 


CINCINNATI 2, OHIO 

306 Lock Street 
Parkway 5740 

CLEVELAND 15, OHIO 

2179 E. 18th Street 
Main 5790 


DALLAS I, TEXAS 
Interurban Bldg. 
Riverside 9888 
DETROIT 2, MICHIGAN 
968 Maccabees Bldg. 
Madison 3950 
HOUSTON 5, TEXAS 
2527 Talbot Street 
Madison 2-3753 


KANSAS CITY 6, MISSOURI 
304 Midland Bldg. 

Victor 4835 
LOS ANGELES 13, CALIF. 
1329 Willow Street 

Michigan 1444 


MILWAUKEE I, WISCONSIN 
P. O. Box 1934 

Concord 5290 
NEW ORLEANS Il, LA. 
P.O. Box 1625 
NEW YORK !7, N. Y. 
205 E. 42nd Street 

MUrray Hill 4-7680 
PHILADELPHIA 9, PA. 
123 S. Broad Street 

Kingsley 1213 
PITTSBURGH 22, PA. 

815 Park Bldg. 

Atlantic 0506 
PORTLAND 13, OREGON 
2034 N. E. 56th Ave. 

Murdock 3601 
RICHMOND 8, VIRGINIA 
P. O. Box 999 

Richmond 6-0444 
ROME, N. Y. 

1000 Mill Street 

Rome 1000 
ST. LOUIS I, MISSOURI 
1013 Louderman Bldg. 

Main 3580 
SAN FRANCISCO 3, CALIF. 
30 Otis Street 

Hemlock 6272 
SEATTLE 4, WASHINGTON 
2020 Smith Tower 

Main 4271 
WASHINGTON 5, D. C. 
730—I5th Street, N.W. 

District 7718 
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REGIONAL ANALYSIS 


& CERTAIN amount of unevenness was evident im 

A the distribution of wholesalers’ sales among. the 
nine regions in November. While some regions were 
reporting sales volume at one to 6 points above the 
national figure, others were from one to 7 points below 
national average 

It was evident from the regional figures that sales 
figures were being affected by local conditions rather 
than by the industrial, agricultural or commercial activ 
ity of the country as a whole. 

While the industrial states of New England and the 
Pacitic Coast regions were lagging behind the national 
sales figure, the equally industrial Middle Atlantic and 
ast North Central states were one and four points, 
respectively, above the national figure 

Compared with November 1944, sales in the various 
regions appear to reflect the difference between a wat 
time month and one that follows, even closely, the end 
ing of that war. 

The agricultural regions, some up to 50 percent above 
1944, show that the war-time tightness in the supply of 
materials for the farms has lessened, partly because of an 
easing in WPB restriction late in ’44, and because of 
an increased supply of materials. At the same time, in 
dustrial regions 2 and 9 show that the needs for recon 


54 


NOVEMBER, 1945 


Figures in this table apply to the geographic divisions 


as outlined and numbered in color on map above 





SALES INVENTORIES 
November, 1945 Trading November, 1945 
Compared in %/, with Region Compared in %/, with 
October Nov. October Nov. 
1945 1944 (SeeMap) 1945 1944 
104 104 I. 109 155 
115 99 2. 107 147 
112 136 3. 107 185 
110 155 4. 106 141 
108 112 5. 114 160 
115 148 6 96 205 
115 155 Be 109 188 
117 180 8. 108 166 
106 89 9. 106 144 
1 1 1 116 For 108 158 
U.S.A. | 











version in those states in November 1945 did not equal 
the demand of war production during the same month of 


1044 
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Now! 7Zew Twist-Lock Receptacle to Fit Form 35 
APPLETON 
YNILE TS. 


REG.U.S. PAT. OFF. 


> 
TOUGH MALLEABLE IRON... 


40 Threaded Bodies 
20 No-Thread Bodies 
in Form 35 Alone TWIST-LOCK RECEPTACLE 


Plug stays in 'til it’s pulled; it can’t come ovt, 
breaking the circuit, until the operator wants it 


In the toughest kind of conduit service and good for the life of the building ' 
— meetin 7 the most exacting wiring a "te > are over 15,000 ite -. out A twiet securely locks the five tn position. 
§ ag me & g ‘sat : € phe te , } I geen ye Another twist unlocks it. Easy to wire. Available 
requirements with room to spare — you OMPLETE APPLI rON INE and each for three-wire installations, grounded or un- 
will find Appleton Form 35 “Unilets one upholds a reputation that Appleton grounded, and fits any /-inch Form 35 “Unilet” 
filling the bill. For there’s no “break has been building for over 40 years. 
to these light, extra-strong bodies Every one is made in Appleton’s own 
made of MALLEABLE IRON. With them, foundries and fabricating plants, under Other FORM 35 Star Features 
your customers can do a quicker “quality control” that assures positive 
job... better .. . because their uniformity. For anything from simple Unbreakable Malleable Castings — with light 
perfect alignment, precision design steel outlets to heavy-duty explosion- walls and greater wiring room. ; 
and greater wiring room make i1in- proof fittings, depend on Appleton — és 
é é aa 
Stallation exact, easy, economical, Standard for Better Wiring. XX No cover car luge ts the “Unie” Caey, 
Sold Through Wholesalers Smooth Castings free from holes, blemishes 
APPLETON ELECTRIC COMPANY es wert 
4 1734 WELLINGTON AVENUE - CHICAGO 13,1LLINO!IS Chamfered edges on all conduit hubs, assur- 
; Branch Offices: NEW YORK, 76 Ninth Avenue « DETROIT, 7310 Woodward Avenue « CLEVELAND, 1836 Euclid Avenue ¢@ ing straight and accurate tapping, without 
; A RANCISCO, 655 Minna Street ST. t JIS, 420 Frisco Bldg. « LOS ANGELES, 100 North Santa Fe Avenue « ATLANTA, 
e N. W. ¢ BIRMINGHAM, 6 N. Twenty-first Street « MINNEAPOLIS, 305 Fifth Street, S. +« PITTSBURGH, any sharp or rough edges. 
& 418 Bessemer Bldg. ¢ BALTIMORE, 100 East Pleasant Street * BOSTON, 10 High Street « . 
i DENVER, 1530 Sixteenth Street © PHILADELPHIA, 1217 Race Street Wide flat cover surfaces, drilled and tapped 
, at each end for cover screws. 
ae Representatives: Cincinnati, Dallas, Kansas City 
Iwaukee, New Haven, New Or Seattle 


Available with reinforced and slightly raised 

coerced fer APPLETC N Catalog IX btonk metal covers (malleable iron or steel); 
LEer® or with plain, smooth porcelain and com- 

position covers; or with lamp receptacle, 


Listings and illustrations of more than1 5,000 items single or duplex plug receptacles, as well as 
“The Complete Appleton Line.” Twist-Lock, receptacles. ONE 


—E aS 
PAV REP 


CONDUIT FITTINGS * OUTLET AND SWITCH BOXES + EXPLOSION-PROOF FITTINGS «+ REELITES 
Lf 
¥ 


. 





































hen Bett. Chocken talks about 
RESSURE COOKING 


millions of women will listen! 


— a a en 
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Before long, millions of homemakers will be getting 
from Betty Crocker the latest, most authoritative 
information about a better, faster meal-making 
method—pressure cooking. Betty Crocker tested 
pressure cooking recipes will be the most exciting 
cooking news in years...and naturally they’Il help you 
sell the new General Mills Pressurequick Saucepan. 


It’s a new kind of pressure cooking device. It has 
two truly amazing features which eliminate much 
of the “‘pot watching”’ and guesswork that can 
complicate pressure cooking . . . the Automatic 
Magic Metal Cover that vents and seals the 
saucepan at the proper moment without attention 
and the exclusive Cooking Control that gives 
homemakers simpler, surer control over the entire 
pressure cooking operation. 


And when women hear the wonderful news about 
the new General Mills Pressurequick Saucepan 
there'll be action . . . buying action . . . because 
American women know and trust Betty Crocker 
as the world’s most helpful home service authority. 
They'll want the pressure saucepan she sponsors 
... just as they now want—and buy—hundreds 
of millions of packages of other General Mills 
products recommended by Betty Crocker. 








How the Magic Metal Cover works 


When the cover is placed on the General Mills 
Pressurequick Saucepan, it still remains unsealed 
until all the air has been forced out of the cooking 
chamber. Then the heated steam inside causes a 
flexing action in the Magic Metal Cover which 
clamps it tightly against the rim of the vessel and 


creates a pressure-tight seal—automatically. 





BETTY CROCKER IS A REGISTERED TRADE MARK OF GENERAL MILLS, INC. 


GENERAL MILLS, INC., HOME APPLIANCE DEPARTMENT © MINNEAPOLIS 13, MINNESOTA 
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Diamonds—$2,500,000 worth—in the rough! Like your territory, maybe? 


Titt Those Acres of Diamonds— 
Near Your Home 


By V. W. Hartley 


Managing Director 





VERY day most of us make a 

H from where we work to 
where we get lunch. Everything 
about us is so familiar that we go 
along in a state of mental rest. This 
is because we have not developed the 
knack of asking intelligent questions. 
If we are really hungry—and if our 
mly chance of getting something to 
eat depended upon our developing 
some business along this familiar road 
then we would be mentally alert, 


Pacific Coast Electrical Association* 





like the robin, who asks, “Where can 


i find a worm?” 
Preston’s Garage 


Here is one of those places you 
pass every day. Suppose you could 
not have lunch—or any other meal 
until you got the wherewithal to buy 
it through selling something to the 
owner of this garage. Your process 
of reasoning would be something like 
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this: “Boy, ’'m hungry! When do I 
eat? What have I got that Jim Pres 
ton can use? How can I pursuade 
him to buy it? WHAT? WHERE? 
WHEN? WHY? HOW? 
Men at Work 

During the next few years busi- 
ness for us in the electrical industry 
is going to be promoted by poking 
around in familiar places and asking 


ded 
dé 








intelligent questions It will come 


through the remodeling or modern 
ization of existing stores and shops 
and factories rather than from brand 
new customers in these fields. The 
man who can poke around and ask 
the most questions of the greatest as 
sortment of the right people is going 
to get the highest percentage of the 
desirable business. First we 
must ask ourselves, “What have we 
to offer?” and follow that by “Who 
can use it to his personal advantage 


most 


and profit ?”’ 
Streamliner 


When we speak of modernization 
some of us are disposed to think of 
the revamping of the old Call Build- 
ing in San Francisco, or the old Ma 
sonic Temple Building on State Street 
in Chicago, or the Union Pacific 
streamliners, or highway underpasses, 
or some other big league job. Have 
you ever thought of the amount of 
electrical modernization that needs to 
be done right in your own neighbor 


hood ? 


ibout it ? 


Have you ever done anything 
Would you like to get a 
few nice jobs without too much cut 
throat underbidding 2? When are you 


eong to starts 
Casting Stereotypes 


lor instance, there is at least one 
newspaper in almost every town. Ilow 
many questions can you ask about the 
applications of electricity to the pro 
duction of a newspaper and its allied 
products? Try it some time with the 
idea that you must ask and answer 
them before you can get another meal 
Remember the robin. Here are a few 
as a Starter. 

Linotype 


Hlow many do they have? How 
Would ele 
better 2 Safer: 
More comfortable? What 


nearby plant using electricity can be 


do they heat the metal 
tricity be Ouicker ? 
Cheaper ? 
used for a reference even in the 
smallest communities newspaper pub 
lishers are alert to modern methods 
for they must produce a paper satis 
factory in appearance to hold the im 
terest of their 
larger 


subscribers against 


papers from nearby cities. 
Don't try to sell this type of equip 
ment without first learning something 
about how the newspaper of today is 
produced 


Vat Former 
Do they cast stereotypes ¢ Do they 


make mats? Ilow do they drv them? 
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The title ACRES OF DIAMONDS orig- 
inally identified a 


delivered almost five thousand times by 


lecture that was 


Dr. Russell M. Conwell, famous scien- 
tist surgeon, lecturer and founder of 
Temple University. Its substance was that 
‘man can make more of himself than he 
does—in his own environment.’ That 
means NEAR HOME and—many electri- 
cal wholesalers and their salesmen still 
have that to learn. We are glad to be 
able to print Mr. Hartley's inspiring 
round-up of electrical 'diamonds'’ that 
may be found on the home "acres'— 


everywhere. 


The EDITOR 











Do they 
Special inks? Is 


Do they have a dark room: 
use glue? Wax? 
their switchboard up to date? What 
do I know about printing, anyhow? 
Where does electricity fit in? Where 
can I find out? 


Printine Plant 


There are few newspapers that do 
not have job printing plants 1n con 
nection, using various types of small 
presses, where speed and accuracy are 
essential if this man is to get business 
in competition with nearby modern 
plants. Also, in most communities 
vou will find large presses which are 
susceptible to the very latest electrical 
developments. Ask yourselves a batch 
of questions about printing establish- 
ments of this sort: Hlow many are 
What do I 
know about them? Have I ever called 
on them? What would I| say if I did 
call? Who is the smart fellow that is 


coing to get this business if I don't 


there in my territory? 


eo after it? 


Votors 


\What do you know about new ap- 
paratus-—new applications new elec 
trical gadgets that can be sold 1n this 
town’ Have you heard of this new 
splash-proof motor? Is it designed 
for use in those places where it is par 
ticularly difficult to protect a motor 
from outside moisture. Do anv of 
vour customers need such a motor: 


} 


Can they learn about it if vou do not 


tell them? Could vou make this the 
opening wedge for a modernization 
rol 

Door Openers 


lkor that 1s what 1s needed to start 


this work of electrical modernization 


(Only in rare instances will a man 
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listen to a proposal for the complete 
overhauling of his plant. But every 
wide-awake businessman knows what 
is going on in his particular line—he 
knows about new methods and proc- 
esses and the mechanical devices that 
make them possible. He is always 
comparing his production costs with 
those of his competitors. He plans 

eventually—to bring about 
changes in his own place. But he is 
not going to welcome you with open 





some 


arms. So it is necessary to have an 
opening wedge, a so-called door- 
opener, 


Furnaces 


Maybe something like this would 
do the trick. This small electric 
shaker-hearth furnace hardens blades 
for pocket knives. Any plant that does 
things with tool steel is always ready 
to listen to a story about better meth- 
ods for heat treatment because this 
part of their production process can 
make or break their reputation. 


Infra-red Lamps 


Here is another that will open the 
door in any plant using paint, enamel, 
varnish or lacquer. It is the new, 
infra-red lamp for low temperature 
drying. It has dozens of applications, 
is inexpensive, easy to demonstrate 
and inevitably will suggest other items 
which we have to sell and which the 
many industrial customers in our 
town need 


Enclosed Motors 


Or your device for promoting new 
business might be this totally enclosed, 
explosion-proof motor. It is filled 
with inert gas and cannot make even 
the tiniest external spark. Where will 
it be sold? In oil refineries and other 
places where there is a possibility of 
an explosive gas being set off by an 
electric spark. There may not be 
many prospects for this new motor 
in your particular trade area, but 
think them over before you say there 
are none. When you find one, vou 
have the finest 
wedge with this enclosed motor 


possible entering 


Transformers 


While you are asking yourself 
questions about what you will use as 
an approach to some customer whom 
vou would like to interest in electrica: 
modernization, don’t overlook this 
new type transformer which is filled 
with a non-inflammable liquid in place 
of the ordinary oil. Transformers of 






tesla” 
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the conventional type, when installed 
indoors, have to be enclosed in large 
and expensive fireproof vaults. The 
new type can be installed anywhere- 
for example, in the roof structure. 
Or they may be installed right on the 
factory floor, requiring only a railing 
or grille work to avoid personal con- 
tact. They offer many ideas to any 
man who wants to cut down the 
length of feeders on a rewiring job. 
It’s another good opening wedge. 


Capacitors 


What do you know about power 
factor? Would you be willing to 
learn, provided it opened the door to 
a few nice jobs? What causes poor 
power factor? How can it be cor- 
rected? There isn’t time to go into it 
now, but you can learn a lot in thirty 
minutes of the right kind of reading. 
Here’s something that’s as modern as 
tomorrow. It’s the capacitor—a de- 
vice for correcting power factor. 


Sawdust Bin 


Ilow many places are there in your 
town where electroplating is done? 
Don’t you know? Maybe it would be 
interesting to find out. This 1s a busi- 
ness that consists of handling a lot of 
small parts, many times, for a very 
small charge. The part may be a 
screw from a headlight frame, yet it 
must be handled just as many times 
as a big part—like a bumper. It must 
be cleaned, plated, rinsed, dried, pol- 
ished and lacquered. Such a plant 
must measure its economies in frac 
tions of a cent, hence it is an ideal 
place to tell a modernization story. A 
sawdust bin is used for drying plated 
parts. Damp sawdust slows up the 
process, so this bin has been improved 
by installing electric strip heaters. 


Rinse Tank 


In this plant caustic soda and water 
rinse tanks are kept at a constant 
high temperature by three immersion 
heaters in each unit. An _ insulated 
cover is placed over the tanks at night 
and a time switch set to turn on the 
heat several hours before work be 
gins. No time is lost for proper tem 
perature when workmen arrive. 


Spray Booth 


Does anybody in your town make 
tovs? How many cabinetmakers do 
vou know? Is there a factory making 
novelty furniture? Are there any sign 
painters in your neighborhood? In 


other words, do you know how many 
places there are in your trade area 
where spraying outfits are used for 
painting processes’ It might be a 
good idea to find out because every 
one of them offers a chance to tell 
the modernization story. 


Painting Autos 


Here is a modern shop for refinish- 
ing automobiles with lacquer spray. 
Do you know the special rules cover- 
ing this type of installation? Do you 
realize how much energy for lighting 
and ventilation such a booth requires 
in addition to the compressor for the 
spray? These lacquers are so highly 
volatile that no electrical device of 
any sort whatever is allowed within 
the booth. The lighting comes through 
windows, and all power equipment is 
on the outside. Does it look like good 
business? Would-you like to get some 
of it? Do you know where to get 
the special rules ? 

How does a fellow go about it to 
get the kind of business that has been 
shown in the last seven paragraphs ? 
By knowing how to ask intelligent 
questions. Remember the reporter. 
He knows where to go for the news 
and he knows the kinds of questions 
to ask when he gets there. He isn't 
bashful—he knows that few men 
have been shot for being politely in 
quisitive. Furthermore, he knows 
that his bread and butter depend upon 
his ability to get what he is after. 
Selling ideas for electrical moderniza 
tion is like that 


Factory 


There is money for you behind 
these walls. But if you are to get 
some of it you must constantly ask 
questions. WHO? WHERE? 
WHEN? HOW? WHY? What do 
these fellows do? How do they do it? 
Why do they do it that way? Is there 
a better way? Do I know all about 
it? Where can I find out? What 
shall I use for an opening wedge? 


Does this place need better lighting? 
Do they do welding? Grinding? An- 
nealing? Soldering? Do they use 
glue? Spelter? Wax? Should they 
have automatic control? How do they 
ship their stuff? How ‘is it packed? 
Can they use conveyors? Lift trucks ? 
Stackers? The electrical man who can 
prowl around and ask questions like 
these has the jump on the fellow who 
spends his time scanning the building 
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permits and using all his evenings to 
figure bids on competitive jobs. 


We!ding 


How long would it take you to 
make a survey of the number of 
places in your neighborhood that do 
welding? Could you do it in half a 
day? Would a prospect list like that 
be interesting? Welding is the mod- 
ern way for making new things and 
fixing old ones. Much of it is done 
by methods which are inferior to the 
electrical way. Welding involves the 
use of heavy equipment—big cables, 
big switches, big accessories. To get 
it, you have to go after it in a big 
way. It can’t be sold by pikers. 


Compressors 


What about the meat business in 
your town? It involves the use of 
electrical apparatus all along the line. 
Have you ever thought about it ? Here 
we see the compressor units which 
provide air conditioning in a factory 
that makes three and one-half million 
pounds of sausage in a year. Now 
please don’t say, “That’s a lot of 
bologna!” Modern methods of meat 
handling require precise operations of 
the type that can best be handled by 
electricity. So why not sit down for 
half an hour and ask yourself a bunch 
of questions about the meat business 
in your neighborhood ? 

Who raises beef? Sheep? Hogs? 
Do they chop hay? Grind corn? How 
about silos? Where do they keep 
their meat? How is it refrigerated ? 
What machinery do they use to han- 
dle by-products ? Do they cook their 
products? How do they heat water? 
Hlow many retail shops are there? 
\re they modern? Do they need bet- 
ter refrigeration? Is their lighting 
up to date? How are they fixed for 
grinders and cutters? Electric signs? 
Electric clock ? Outlets for cash regis- 
ters and scales? Do they handle fish ? 
Oysters? Cottage cheese? Who 
makes it? How? 


Poultry Storage 


Do they handle poultry? How do 
they heat water? Who raises the 
fowls? Do they use electric incu- 
bators? Electric brooders? Do they 
grind their own feed? Have they 
modern refrigeration? Are their 
chicken houses well lighted? How 
many restaurants and hotels in your 
town? Do they use meat? How do 
they cook it? Have you told them 
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Take your time, lieutenant... this GOLD SEAL’s got a good grip on him 


Other Jenkins Bros. tape 
products include Diamond Seal 
Friction and Rubber Tapes, 
which meet ASTM and Federal 
specifications. 

















FRICTION and RUBBER TAPES 








. 


Actually, every single roll of Jenkins Gold Seal Tape has 
exceptional grip and staying power simply because it’s got 
more tensile strength in the fabric, more live rubber in the 
friction compound. 

That’s not boasting ... that’s testing...every lot of the 
base cloth, every batch of the friction compound. The 
Jenkins laboratory asks more of every roll of Gold Seal than 
you'd ever think of demanding. 

Every step of the whole process gets that kind of scientific 
control. Cloth and compound are made one so that there’s 
never any raveling or peeling. And it doesn’t dry out. 

Each quality-proved, full-measure roll is sealed in cello- 
phane to make sure it reaches your customers factory fresh. 
Check your stock of this profitable little goodwill-builder 
now. Jenkins Bros., Rubber Division, 80 White St., New 
York 13, N. Y. 


MADE BY JENKINS BROS. . .. MAKERS OF FAMOUS JENKINS VALVES 


ELECTRICAL WHOLESALING 








February. 1946 


ted Tact ude 


SA ot 


OTE EU NT tang 


‘RP ye 


oes Ah 


Maer nte vide 


5 kT MN URY ip 


see CER NINED 


the advantages of the electric way? 
Boy, when you can learn to ask ques- 
tions like these—intelligent questions 
that lead somewhere—you are on the 
road to a brand new method of get- 
ting business. 


Man at Telephone 


But your questions must be well 
directed—and sooner or later they will 
lead to something you can’t answer. 
You are not supposed to know all the 
ramifications of some of.the highly 
specialized processes we have dis- 
cussed. Then what do you do? Sim- 
ply this—ask more questions. Ask 
the wholesaler’s salesman who calls 
on you. Ask the manufacturer’s rep- 
resentative. Ask the power company’s 
specialists. Ask the specialty sales- 
man who devotes his time to a single 
line—water heaters, for example. 
Ask yourself, “Who knows about 
this? Where can I reach him? When 
will he come? What will I do 
then?” WHO? WHAT? WHERE? 
WHEN? HOW? WHY? 


Projection Booth 


How long is it since you have 
prowled around in the theaters in 
your town? What do you know about 
the electrical devices that go into a 
modern theater? The theater, more 
than any other business, has to have 
the appearance of being right up-to 
the-minute. How about these in your 
district? When a showplace closes, 
study the situation and tell the owner 
why it went bad and what is neces 
sary to open it up again and make it 
pay. Talk air conditioning—lighting 
projection 
\sk yourself a bunch of 
questions and then 


—signs decorations 
novelties. 
get the answers. 
Chats the way the reporter gets news. 


That's why the robin gets the worm. 
Bottling Machine 


The preparation of bottled goods 
has become almost automatic in the 
modern plant, with electrical proc 
esses expediting every operation. 
llave you ever investigated the bot 
tling business in your district? Is 
there a brewery? Or maybe a 
winery? Does somebody handle Coca 
Cola, or Seven Up or any of the 
popular soft drinks? Of course, 


What do 


you know about them? Have you 


there are several dairies. 


ever told them how keen competition 
may be met by adopting truly mod- 
ern methods? Do you know how elec- 


tricity is used in dairies for steriliz- 
ing, pasteurizing, bottling, capping, 
refrigerating? It's something to 
think about some day when things 
are quiet around the office. We'll pass 
that for a moment to look into an- 
other industry that is found in every 
community. 
Greenhouse 

Ilere is a nice little business of 
raising gardenias for the market. 
Uniform growth is managed by regu- 
lating the temperature both of t 
surrounding air and the soil in which 
the tiny rootlets are feeling their way. 
Heating cable laid in the soil is pay 


he 


ing dividends. This is one of those 
specialized applications that calls for 
the advice of an expert. There is 
one near you. Do you know him? 
Do you know all the owners of green 
houses in your town and suburbs? 
Why not bring the two together? The 
greenhouse needs other electrical de 
vices, too—pumps for pressure spray 
ing—woodworking tools—office light 
ing—electric signs. Have you ever 
asked yourself a bunch of questions 
about getting some business from this 
interesting industry ? 


Brass Furnace 

\re there any foundries in your 
neighborhood? Have you passed 
them up because they don’t look im- 
portant? [lave you ever investigated 
what they make and how they do it? 
Do you know that no other process 
can touch electricity when it comes to 
inaking fine castings? For instance, 
there is available a brass furnace that 
will handle 425 pounds of metal in 
thirty minutes, with perfect tempera 
ture control. Good foundry practice 
saves dollars in the finishing shop 
Do you know where to get the dope 
on this? Are vou interested? It’s 
your move 


Circuit Breaker 
In strictly modern installations, 
fuses are now a thing of the past for 
overload protection. In their place 
we have the air circuit breaker—a 
thoroughly reliable device which re 
sponds quickly to an overload and 
which likewise may be quickly reset. 
What do you know about them? Are 
you familiar with their characteris 
tics? Do you know what they cost: 
\re you prepared to demonstrate 
them? How many places in your 
trade area can use them? 
The circuit breaker is a business 
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like appearing device. Sturdy in con 
struction and yet extremely sensitive. 
There is a market for it among the 
large customers in your neighbor- 
hood. Nearly every town has one 
big plant of some sort. It may be a 
packing house—or a railroad shop 

or furniture factory—or an oil re- 
finery—or a shipyard. 
can talk modernization in a big way. 


here you 


Home and Multi-Breaker 

Likewise, in homes, offices and 
stores we can sell the multi-breaker. 
\re you familiar with the wide va 
riety of devices for that purpose ? Do 
you know how to estimate them? Do 
you know how little is the difference 
in cost between the various types? 
llave you a sample for demonstration 
purposes’ Lo you know where to 
get one? How many architects are 
on your list? Do you talk moderni- 
zation with them? Will you?) When? 

Small Plants 

but for every big plant there are 
dozens of relatively small outfits 
ihe owners of a small factory, doing 
work in some specialized line, are 
just as much concerned about profits 
as the big fellows. In fact, they need 
our services even more than the big 
producer for he can afford to employ 
his own experts. But it takes in- 
genuity to develop such business—it 
is not like taking orders for lamps 
and irons, or doing work to the 
owner's specifications. 


Question Marks 


Hlow do we get some of that busi- 
ness that is literally waiting to be 
taken? By asking ourselves ques 
tions. By training ourselves to go 
around with our heads up and our 
eyes open. By being like the reporter 
who never knows where a question 
will lead him but being reasonably 
sure it will lead him somewhere. By 
assuming the attitude of the robin as 
he goes about looking for worms. 
By constantly being alert to opportu 
nities for uncovering new business 


with our WHO WHAT? 
WHERE? WHEN? HOW ¢ 
WHY ? 
‘Excerpts from an address deltv- 
ered by Mr. Hartley under the title 


lcres of Diamonds”, at the Tenth 
Innual Conference of the Interna- 
l Electrical 


fronal 


Association of 
J . 
Leagues. 


ol 









Take This Salesman’s Tip— 


By Working With Contractors 





Attention to private home construction needed by veterans, 


others, gives salesman chance to get back into residential market 


, HieRE’S no point in waiting idly 
for the pent-up building boom to 
break when there is a chance 

right now for the alert wholesaler’s 

salesman to start selling to the resi 
dential construction field, according 

to Hobart W. 

for the MacDonald Electric Company, 

Miami, Fla. Bill Lee points to cur 


“Bill” Lee, salesman 


rent new home building that 1s needed 
for discharged servicemen, for evic 
tees and for hardship cases, and which 
soon again may be favored with Gov 
Not only does he 
point to it as a profitable market every 


ernment priority 


wholesaler’s salesman should investi- 
gate, but he sets an example by going 
out in his own territory and selling a 
sizable volume of electrical materials 
to the electrical contractors who are 
working on these building projects. 

hese new homes, being built in all 
sections of the country, are the first 
chance for the salesman to help his 
electrical contractor customers in get 
ting business under peacetime, com 
petitive conditions. The salesman 
who becomes active in supplying these 
building jobs is reinstating profitable 
associations with contractors, build- 
ers, realtors, architects, etc., at a time 
when all are organizing their efforts 
to handle the large-volume construc- 
tion business that is expected to break 
as soon as building materials increase 
in supply 

But, as well as being of value as 
preparation for the big market ahead, 
the supplying of materials for these 
homes can be a profitable job in itself, 
as is evident from the success Bill Lee 
is having in his territory. 


l‘or example, out on Southwest 8th 
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Small houses for the discharged serviceman and his family were being constructed 
during the war under priority, more and more will soon be starting in every town in 
the country—a tremendous market for wiring devices and materials. 


St., Miami, a group of homes is being 
built by the Alameda Home Building 
Company, and Lee has been supply- 
ing the electrical materials used by 
the two electrical contractors working 
on this job. 

It is important to note right now 
that in spite of the WPB authoriza 
tion that was involved when this 
project was started and the restric- 
tions on building plans, these con 
struction jobs have no other aspects 
of the government housing projects 
with which so many salesmen became 
familiar during the early war years. 

\ visit with salesman I.ee to these 
\lameda confirm the 
civilian aspect of the work, for at the 


homes will 


entrance to the development is the 
Inside this 
representing the brokers, is 


familiar “‘sales_ office.” 
ottice, 


Raymond Gould, who has spent about 
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15 years in Miami real estate since he 
left Detroit for the “wondertul 
South.” 

Mr. Gould will give you a sales story 
describing Alameda as the garden 
spot of Florida; he will show you 
typical homes, 
house plans, and when priorities were 
necessary he would help a veteran or 


available locations, 


authorized person work out the de- 
tails of getting WPB permission and 
securing FHA approval and finance 
ing. It is typical peace-time, free 
enterprise real estate operation, ex- 
ictly what will be promoting the 
millions of homes that the whole- 
saler’s salesman will be supplying dur 
ing the next few years. 

Here, in this location pregnant with 
the atmosphere of the building-boom 
to come, Bill Lee supplied materials 
for a group of houses constructed by 
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Sell Residential Wiring NOW 
On Home Building Projects 
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By Howard J. Emerson 


C. Fk. Wheeler, Miami general con- 
tractor, for discharged veterans. As 
he took you through one of the homes 
you realized that even with the re- 
strictions that were imposed by the 
War Production Board, the amount 
of wiring is equal at least to that 
specified for the average low-cost 
house pre-war. 

\s designed by Gerard Pitt, Miami 
architect, these houses use the Florida- 
type concrete-block-stucco construc- 
tion in a one-story design without 
basement. Both two-bedroom — or 
three-bedroom houses are under con- 
struction, with the average lot about 
72 by 120 feet. 

In one of the partly finished houses, 
Lee pointed out the wiring circuits, 
at the same time doing a little day- 
dreaming about what he could have 
done here and there if he could have 
presented a real ‘“‘adequate wiring” 
sales talk to the prospective owner. 

The load center in the two-bedroom 
house has an eight-circuit combination 
panel board, fed by three No. 4 RC 
i-inch conduit. There is a 
circuit for the range, one for the water 
eater, four circuits for lights and 
convenience outlets, and two spare 
circuits. One-half-inch steel tube is 
used throughout the house to carry 
the No. 14 RC wires for the lights. 

Overhead lighting is specified in all 
Both the front 
porch and the rear door have exterior 


wires in 1! 


but the living room 


ights controlled by inside switches. 
\ltogether, in the living room and 
lining room five convenience outlets 
ire provided. 

Of course, this is just one house 

v itself it would be “chicken-feed”’ 





Frequent visits to the construction job kept salesman Lee up to date on the require- 
ments of the job. Partly shielded by his car he is here viewing one of the homes— 
exterior is concrete block which will get a coating of stucco and paint. 


for any volume-minded wholesaler’s 
salesman. But what this basic house 
wiring means to Bill Lee, to the 
MacDonald Electric Company—an 
idea of what this budding construc- 
tion market can mean to other whole 
salers’ salesmen is seen when the 
needs for this one home is projected 
to the full housing development. 
Printed herewith is a bill of mate 
rials which Mr. lee sold to a Miann 
electrical contractor for a similar 
building project. Just to mention a 
few of the outstanding items—sixty 
one 6-circuit range panels, 28,000 feet 
of %-inch steel tube, 94,000 feet of 
RC wire. Now it is evident that thes 
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projects are not “chicken-feed,”’ but 
a substantial business in wiring ma- 
terials. 

In supplying these housing jobs, 
lLee works directly with the electrical 
contractor. On the Alameda project, 
one of these contractors was the 
James R. Lowry Company of Coral 
(sables. 

\n interview with Mr. Lowry 
brought out evidence that Bill Lee 
was not by any means just an order 
taker. And here is where a peculiar 
characteristic ot these between-war 
and-peace construction jobs shows up 
Lowry said that the most important 
help he received from lee was. the 
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“boss.” Salesman 
llameda homes with 


Consulting with the 
about supplies for the 


“expediting” of materials—the loca 


1 
} 
i 


tion of certain supplies that were in 


short supply in that section of the 
country 
Chis 


practiced in 


expediting, just as it was 
filling war contracts, 


helped get sufficient quantities of 
lighting fixtures and panelboards, the 
items most scarce in southern Florida 
during the past summer. 

This contractor said that because ot 
the WPB and FHA restrictions and 
specifications then in effect, he did 
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Bill Lee, right, talks 
A. H. McDonald, 


sales manager of McDonald Electric Company, Miami, Florida. 


Bi!l Lee checks with McDonald Electric’s stockroom chief on 


some of the fittings ready to go out to the new homes. 





not have need for salesman Lee's help 
on specifications, engineering, etc., 
and there was nothing Lee could do 
to “sell up” the electrical specifica 
tions to the home builder. But, never 
theless, Mr. Lowry felt that this work 
ing together again on private con 
struction was the 


old-time teamwork that would go into 


beginning of the 


full swing when conditions changed. 
The salesman gets practice in “sell 
ing 


competition for these construction or- 
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James F. Lowry, left, one of the electrical contractors on the 
llameda housing project, with salesman Bill Lee. Lowry says 
that Lee did a remarkable job in “expediting” civilian orders. 


again, for there is usually stiff 








Load center in these no-basement homes is located in the 
kitchen. Lee inspects some of the equipment he supplied. 


ders. So, while he polishes up his 
sales talk and starts developing a pre- 
war style of sneer for any mention of 
his competition’s ability to handle a 
job, he is working himself into a fa 
vorable position to supply the much 
larger construction market just ahead. 

“And don’t forget, we also make a 
profit on this work,” says Bill Lee, 
taking on that look which on any 
wholesaler’s salesman means _ that 
through mental arithmetic he is esti- 
mating the commission. 


. 
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100 | gang 2 hole Despard plates 61 6 circuit mount. range panels 200 = '/9"" locknuts 
No. 91021 140 60 amp. fuses 200 =''/2""_ bushings 
8,000' ) >" steel tub 140 50 amp. fuses 600 duplex receptacles H!42 
20,000'f /2 **ee' tube 300 =15 amp. fuses 600 duplex receptacle plates 
4,400 /."" steel tube connectors 150 20 amp. fuses 500 single pole switches H51 
1,200 '/2" steel tube couplings 250 SCé6 Sherman connectors 150 single No. 1311 Despard switches 
400 1" steel tube connectors él 11/,"" telephone ells 500 single pole 91071 switch plates 
200 =I" couplings 61 4" boxes I" KO 900' ‘1'%4" conduit 
150 1" Greenfield angle connectors 15 31/44" covers with '/2 KO 100 1'/,"" conduit elbow 
200' 1" Greenfield 400 4° octagon 54151 '/2" boxes 100 ~=—s 1 '44"" conduit coupling 
200' '/2" Greenfield 400 1900 boxes 52151-!/ 61 1'/,"' conduit service heads 
150 1/2" Greenfield angle connectors 500 Barhangars, deep 500° | '/2" conduit 
6,000' No. 4 RC wire 300 No. 180 box 4CS '/2 él /2'' ground fitting 
6,000' No. 6 RC wire 500 No. 180 boxes with Mtg. bar 100 pounds !/2" steel tube straps 
2,000' No. 8 RC wire white 400 1900 plastic rings 52C3 200 1/4" locknuts 
2,000° No. 12 RC wire black 600 1900 regular '/2 deep switch ring 200 ~—s 1 '/4"" bushings 
78,000' ‘No. 14 RC wire (28,000 black, 
25,000 white, 25,000 red, 3,000 Priority-favored home building can mean larger orders for the sa'esman. Above 
yellow) is an order Bill Lee received for one of the developments he sold last summer. 
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Wiring in one of the typical 5-room houses on the Alameda project. 











Testing, P lanning, Consultation 
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HIEN one of the nation’s 
largest meat packing com- 
panies—Armour & Co., Chi- 
cago—was operating its entire office 
at an illumination level of 6 footcan 
dles, it was time for someone to think 
about and plan for adequate lighting. 

Jack Quirk thought about it—he’s 
a salesman under Mr. Bollander, head 
of lighting sales at Graybar Electric 
Co., Inc., in Chicago. So did Joseph 
La Pointe and his assistant—they’re 
engineers for Armour. 

The results of their thinking and 
planning, plus the work by Fries- 
Walter, the contractor, is seen on 
these pages—a new lighting installa 
tion that basks the Armour offices in 
40 footcandles of soft, glareless light. 

But this installation didn’t come 
about overnight. [xperimentation, 
research and testing went on for more 








Photos from Mitchell Mfg. Co. 











lall a year under the direction of the 
Armour engineers. A variety of styles 
i fixtures were tried. lot cathode 
and cold cathode were tested for the 
adaptability of each to this job. 

When the decisions were made, 
Graybar supplied 1500 U.R.C. model 
commercial luminaires which were 
surface mounted in continuous rows. 
Celotex ceilings were installed to help 
reduce shadows, and venetian blinds 
were put on all windows to reduce 
slare, 

So now the records of J. A. Brown, 
\rmour’s office manager show the in 
creased efficiency that has resulted. 
Executives, department heads, and 


1 


lerks are delighted, but no more s« 


han salesman Quirk whose light 


meter shows 40 footcandles ot hight 


anywhere on the six floors of the 
uilding. 


By Alert Lighting Salesman 
1500 Four- amp KF] 


uorescents 
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Albert Pfaltz 


lis unfortunate that the presently 
much discussed subject of public 
relations cannot be packaged, 
styled and presented by means of a 
universal clincher such as Life Begins 
at Forty, or How to Be Happy 
Though Married, or How Never to 
Be Tired, or How to Win Friends 
and Influence People. Note that 


word hoz appears as the keynote ot 


the 


three of these titles and is implicit in 
the first 
Meanwhile, the talking and writing 


Not by accident, of course. 


about public relations, including this, 
the 
relations 


goes along and actual 


merrily 
practice Ot public creeps 
through the business and industrial 
world at the hesitant pace of an undet 
nourished snail. 


Why? That's not 


Good public relations is as needed 


hard to answet 


today in this currently slogan-happy 
the 
difficult to 


society as observance of Golden 


Rule, and is almost as 
make a reality 

Public relations is just what it says 
Relations with the public, human re 
lations. It is an attitude, an instinct, 
a frame of mind. It is honesty of pur 
pose so sincere and deep rooted that 
it guides everything that is done o1 
said by the company, and that means 
by everyone associated with it 

The late Ivy 
answer to the problem of conducting 


lee believed that the 


public relations was reasonably simple 
“find out what you're doing that’s 
wrong, then set out to make it right, 
and let the public know what you'r 
doing about it.” 
Paul W. P-Ik 


(sarrett, 


vice-presl 
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YOU TOO- 





Motors, 


revealing definition 


dent of General provided a 


when he said, 
“The art of public relations 1s the art 
that is, the art of 
multiplying endlessly good im- 


oF multiplication 
the 
pressions of a company.” 

All this must begin at the home 
office and with management. There is 
no other way. Any business can make 
a substantial beginning in good public 
relations by taking these steps: 

1. Do everything that can be done 
and that is needed to make all your 
employees happy in their work. 

2. Give them an equal opportunity 
to know, understand and appreciate 
your problems and, generally, the pol! 
cies of the company. 

This approach should develop a sort 
of “two-way street,” obviously the 
only possible foundation for friendly 
cooperation. The net result will help 
produce good public relations in your 
community and on the same kind of 
reciprocal basis. Conversely, your 
business will assuredly be “suspect of 
being suspect” if the hometown folks 
don’t know you very well. It will not 
he “suspect” if your employees, who 
are citizens of the community, are 
also good will ambassadors for their 
own company and take pride in that 
association. 

The 


relations with the 


way for the final step—-your 
general public 1S 
thus prepared, but certainly not in the 
form of a paved highway complete 
with signboards. 

\lthough public relations can best 
be understood in terms of what it 1s, 
there are a number of things that it 


is not. It is not a defense mechanism ; 
it does not try to fool anyone. It does 
not mean grabbing space in print or 
time on the air by means of the high 


pressure “quickies” of agents. 
( Publicity, 


corollary ot public 


press 
of course, 1s a natural 
relations, is of 


great value, but is not equivalent to 





ELECTRICAL 





Nor does public re 
telling 
the world how good your company o1 


public relations. ) 
lations mean a program for 
business 1s. 

By way of completing the definitio: 
let’s look at a perfect example of pub 
lic relations which was supplemente 
and supported by publicity. It hay 
pened in New York in November, a 
the Hotel Pennsylvania. <Any _ bi 
metropolitan hotel must get its ful 
quota of letters these days that fair] 
scream complaints, and possibly a few 
that say “thank you.” Well, the Penn 
from 
young Army officer who was soon t 
arrive in New 
and child for the first time in severa 
You know the kind of a lette 
it was. Wishful thinking and dream 
ing of a week at a hotel with all the 
trimmings—food par excellence, can 
dlelight, soft music, flowers. To mak¢ 


sylvania received a_ letter 


York and see his wit 


Vears. 


a long story very short, the writer oi 
the letter just what he ha 
dreamed about. He and his family 
enjoyed a deluxe week at the Penn 
sylvania, without charge. 

That the management of the hotel 
chose to act on that letter the way 
did exemplified the best in public re 
lations. It also “told the world” 
had every right to do 
through newspaper publicity and radi 
The human interest event 
the large amount of pub 
merited. (Incidentally, thi 
brief reference to the story 


o 
got 


which it 


newscasts. 
received 
licity it 
is one © 
those publicity “extras” that keep a 
cumulating in the wake of a gow 
performance, sometimes over a pe 
riod of years. ) 

by the intelligent, unceasing pra 
tice of public relations any company 
an automobile manufacturer, an ele 
trical a small country 
can help itself at tl 
same time it is contributing a vitall 


wholesaler or 
town drug store 


needed public service. In other words 


WHOLESALING 19-4 





February. 

















Need A Public Relations Program 


National Electrical Wholesalers 


By Albert Pfaltz 


1 ssociation 





can help its own business and the 
nation, 

Does the United States need help 
public relations-wise right now? More 
than ever before? Let’s add up the 
score on the basis of only the obvious 
tallies. At the beginning of the ninth 
inning it looks something like this. 

The world has lit an atomic time 
use, the length or speed of which no 
man knows. The next atomic bomb, 
the question of whether one will ever 
explode, is a world danger. It can 
only be solved eventually by public 
relations on an international or world 
wide scale. That problem overshad- 
ows all the others. 

As for ourselves, specifically, we 
have recently survived the greatest 
depression and just helped win the 
second World War in 25 years. We 
find at the end of 1945 that 

Management and labor have not 
learned to cooperate for their mutual 
benefit, which means that of the pub- 
lic and the nation. 

People are disillusioned about in 
dustry as they are about world af- 
fairs. They openly talk of the third 
World War and the next depression 

when our huge productive machine 
has caught up with all demands and 
the output is too great for the then 
current consumption. ) 

People are disillusioned and greatly 

isinformed. When it comes to the 
facts of economic life 

't know. 


they simply 
They remember apple 
elling in the early thirties; they re- 
member some slogans and some labels 
* one kind or another. For example 
conomic royalist. They remember 
t market crash in ’29, but not that 
v helped to bring it about. 
“verybody knows that our number 
problem is to reach and hold high 
levels of employment, but few know 
how it is going to be accomplished. 
sinformation and half truths on 


4 


complex economic questions have ap 
parently taken hold. Being misin 
formed, we are fearful, because it is 
natural to fear what we do not know 

There is so much remaining to be 
accomplished that most of us forget 
how far this country has progressed 
We forget “how we got this way” 
through capitalism, the profit: system 
and the essential process of making 
more products and better ones for 
less money so they could be bought 
and enjoyed by more people. 

At the ninth inning we find a sort 
of a people’s ultimatum addressed to 
our countrys economic machine 
“You'd better work this time, or else.” 
Or else what? That question is never 
answered for the good reason there 
is nO answer. 

Meanwhile, business and industry, 
considered as individual enterprises, 
are confronted by their greatest need 
for public relations work and, with 
only a few exceptions, are drifting 
along into whatever awaits us 

If business and industry are unde1 
attack, or to say the least, are being 
stared at belligerently and question 
ingly, what about the wholesaler ? 
What about the electrical wholesaler ? 
For vears his operation has been sub 
jected to the steady light rain and an 
occasional downpour of criticism 

If the economic system is under 
attack, if it does not inspire faith and 
support, what about that key question 
so glibly asked and so seldom an 
“What does the wholesaler 
do to earn his keep?” A key ques 
tion? Of course. It refers, at least 
in the electrical industry, to the com 
panies that collectively hold the key 
position in the interrelated 
process of manufacture, distribution 
and selling. 


SW ered 


whole 


Therefore. if any single company 
in the electrical industry has an in 
escapable and an immediate need for 
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a competent program of public rela 


tions, if is the wholesaler. \ need in 
his own interest, in the interest of 
the public and of the nation. 

\iter all, how did we get our high 
standard of living? (A) quick pre 
scription for all malcontents and 
chicken - hearted skeptics — take a 
sight-seeing trip around Europe this 
winter, or Central or South America, 
\frica or China.) Granted that it 1s 
high time real economic security was 
enjoyed by more millions of Ameri 
cans, it is still true that we have 
achieved more than any other people 
in that direction. 

How? The question is and will re- 
main—hox 

It is a question that public relations 
must answer. During the years 1m 
mediately ahead it will take a great 
deal of right living, and good works 
and honest talking to shine through 
the dark shadows now blotted into 
the minds of people by misinforma 
tion, half-truths and slogans that have 
sometimes been deliberately vicious. 

In the past four vears we have 
reached the summit of technical pro 
duction and scientific “know how.” 
Qn that pinnacle we split the atom. 
We have achieved almost the ultimate 
in “know how.” But we still grope 
uncertainly to know the answer to 
how we can make our economic world 
understood, liked because it is under- 
stood, unbeatable because it is ours 
and we are all a part of it 

lew Americans have any doubt of 
an impending crisis of some kind, and 
of the danger that will attend it. It 
may not be a Pearl Harbor type of 
crisis or a danger that even seems 
immediate or personal. 

In anv crisis we will have the dan 
ger. But will we make the most of 
the opportunity? Only sound public 
relations can serve us, and time pro 
vide the answer. 
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Now Is the Time to Help Dealers 
For the Days When Appliances 


By J. G. Baird* 





whose job it is, to 


\LESMEN, 


build up sales throug! 


out of 


more 
making merchandisers 
dealers, are more apt to give prod- 
vet display its righttul place in their 
and thinking if they ap 


the tact that the 


planning 


preciate night us 


successtul 


ot display Is as vital to 

merchandising as advertising, sales 
training and sales personnel. Good 
display speeds the selling job by 
making merchandise easy to want, 
Caav to buy, Casv to sel] he S1Z¢ 
nd condition of a. store, its loca 
tion, the competitive situation im_ the 
neighborhood, the amount of money 
available, will determine the kind 


and number of improvements. that 
an be mace But. whether it 1s to 
he a simple or an elaborate job, cost 
thousands of dollars or Just a few 
the fundamentals are the same 
The Store Front 
lo begin a job of store modern 


zation go across the street, stand on 


the curb, and take a good look at 
the store. Does it do a good atten 
tion-getting job for the dealers in 


the other store 


neighbe rrhood ? 


competition with 


fronts in the Does 
it tell at a 


involved and 


glance what business 1s 


runs it? Does it 


1 
Who 


look like the sort ot a store that you 


would go to for your kind of mer 
hands rhe job of the store front 
is to attract customers to the store 
and to serve as a frame for the dis 
play window fhe treatment of the 
front should help accentuate the 
merchandise on displav—should not 


ompete with it 


The 


Window 


\iter the front has attracted 
istomer, it is up to the window 
that 


second 


STOTE 


the ct 


1 1 1 


display to stop her and convert 


vlance” to a good 
look and then get the customer to 


store. This objective 


come imto the 


can be accomplished by the right 
combination of lighting, coloring and 
The 


background stavs in 


handling of merchandise. suc 
cessful 


the background and pushes the mer 


window 


chandise into the public eye 
the 
mav be 


lighting of 


This 


\ On Ye eeneral 
window is imperative 











x § 
or" ¢ 


4 








supplemented with spotlights used to 
direct the eye to featured products 
or to highlight several products. 

Do not attempt to 
coloring until 


establish 
the 
of lighting has been established. Col 


youl 
window intensit\ 


Ors look ditferent 


according to the 
light in which they are exposed, so 
check your color samples in daylight 
under both 
and incandescent light. 


Whether the 


itself be screens, or panels, or fabric 


and at might, fluorescent 


window background 


Pan) 


whatever you do, do not place higl 
luster merchandise like refrige rators 


and table appliances in front of a 


shiny background, Dull finished ma 
contrast 
irkle of the 


Lil 


terials provide the dramatic 
that emphasizes the — sp 
products and shows them to 


advantage. 
Interior Lighting 
In lighting the electrical appliane« 


department inside the store, the right 


lighting level should be established, 
and one that will help convey the 
spirit of modern electrical living 


oppers§ t 


tt 
mspect merchandise conifortably he 


Lighting should enables! 


source of light must not be obvious 
and the fixtures should appear to be 
a part of the basic store design Phe 


lamp itself should be shielded to avoi 
glare. eral rule for appliance: 

to 50 footcandles fo 
that 


amount in showcases and in specia 


( 
> 
Ss to use 


overall illumination and double 


display arrangements. 


Here again spotlights should be 


Brilliant color display compels atten- 
tion in the impressive showing of 
kitchen appliances in this design for a 
long, narrow store. 


















































Plan Their Stores and Displays 
Once More Will Have To Be Sold 





used to highlight merchandise or to 


attract attention to special displays. 
Interior Coloring 


the 
interior, 


Qn approaching problem of 


oloring for a_ store many 
but perhaps the 
most important is the level of store 


illumination, 


factors are involved 


Here again color sam 
ples should be checked in the actual 
lighting, as colors vary greatly under 
type of lighting and light intensity. 
In the display areas color may be 
used to set the mode for a particular 
kind of product. For example, cool 
greens and blues for refrigerators 
varm glowing reds for electric ranges, 
gay colors for cift appliances. 
Three Display Principles 
the 


out the store space and allo- 


In approaching problem of 
laving 
ating products to various floor areas, 
the first principle is to try to keep all 
high products, such as refrigerators, 
iainst the wall. The practice, much 
too common, of placing refrigerators 


ack to back in the general floor area 


or grouping them around columns not 
only cuts off the view of most of the 


also gives the 


other merchandise, but 
appliance department something of 
cemetery look. 

Another 


] to have all retrigt rators connected 


1 
} 
I 


interion 
so lights operate when the doors are 
open, and to have all ranges connected 
to 110-volt lines so surface and over 
lights operate. It is only 1 
demonstration range 


connected to a 220-volt line 


to have one 


(And a third principle is to provid 





everything necessary to doa complete 
demonstration job. This is particu 
larly true of 
ironers. 


washers, driers, stration room. = 1s 
kitchen 


laundry, tor hie ( Lil¢ 


complet 


Customers want to see soiled = the and complete 


clothes go in—and clean clot! demonstration 


out. In selling the dryer, the cus con be made in a home-like setting 
tomer wants to see wet clothes go in There is a tremendous interest with 
and drv clothes come out Chis mav the homemaker today in the first floor 


mean a serious installation problen is been made possible 


and considerable expense in provid by the modern washer and dryer. This 


ing adequate hot water, drain and means that the combination kitchen 
wiring facilities 


will pay off in increased sales center where 


} ] levqanicly 1 ] ] ] 1 a9 Hontes 
Dut the investment faunas : 1 demonstration 


adequate space 1s avail 


\ acuun ¢ leanet , too, must 











Bi oe that in the m t's hom 
‘ ; 
j j ’ ctfective vacuum cicanet 
eet ter can be developed in a living room 
oe a aiiaiy ‘cei ; . 1 1 1 
= : vol : 7, as setting that provides all the accesso 
mes necessat to demonstrate cleanet 
“Peng ittachment hese can include ve 
- + 


onstrated 1f they are to be sold. Cat 
] 


simular to 
very 


selling cen 





cd 


This display shows the effective saw- 
tooth display if floor space is not avail- 
able for a complete laundry arrange- 
ment, 
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QUICK WARMTH 


Flameless, fumeless and 
clean, the Thermador Heat 
’ Fan brings quick warmth to 
cold corners, sick room or nur- 
sery—wherever you want it. 


The Heat Fan is busy the 
year around, On. hot, stuffy 
days it circulates. air, drives 
away dead air pockets —a 
portable breeze of gentle 
air wherever you want it. 


CLOTHES DRYER 


When you “wash out a few 
things,’ or when the sun 
won't shine, plug in the 
Heat Fan. Excellent for 
stockings, baby clothes and 
lingerie, etc. 


HAIR DRYER 


Gentle and warm as a desert 
breeze, the Thermador Heat 
Fan dries your hair quickly, 
cleanly and easily — handy 
when you're in a hurry. 


°13.75 


including government 
excise tax. 


“Seven Leagues Ahead™ 
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netian blinds, drapes, 
furniture, floor lamps. 


uphe iIstered 


What About Platforms? 

One of the debated questions is the 
use of platforms under major appli- 
We feel that a platform gives 
added importance to the product, but 
it should be used only with products 

it cannot be moved. 


alices. 


lor example, 
you would not use a platform w-th the 
wringer washer or the ironer. In 
either case the product may be rolled 
off the edge of the platform. Then, 
too, youl may want to seat the pros- 
pect to the ironer for a demonstra- 
tion. 

Where a platform is used, we sug- 
gest that it be no more than 4 inches 
high or 28 deep—just big 
enough to hold the appliance. The 
customer does not want to be put on 
display so she will not stand up on 
the platform for a demonstration. 


inches 


No More “Greaseball”’ 


lhe service department has come 
into its own during the war years. 
Many an appliance dealer has found 
this a profitable operation. Then, too, 
the service department customers are 
the perfect prospect list for new mer- 
chandise as it becomes available. 
The service department should be 
taken out of the “greaseball’” op- 
eration and given not only ade- 
quate floor space and equipment, 
but a display treatment of the 
service counter that recognizes 
the importance of this operation. 

Remember that most of this busi- 
ness in the store is done with women 

so make the treatment of the ser- 
Vice counter attractive to women. This 
suggests interesting and 
smart display of replacement items. 
Why not provide stools so the cus 
tomer may be comfortable while wait- 
ing for the quick repairs. If the re- 
air shop itself is neat, well organized 
and attractively colored, you might 


coloring 


consider providing a glass panel so 
the repair operations may be viewed 
trom the store to capitalize on this 
end of the business. 


How to Lay Out A Modern Store 
On approaching the problem of 
tore layout, the following steps are 
suggested : 

1. Draw an accurate scaled plan of 
e floor of the store 

inch to the foot. 


s 


probably about 
Indicate all col- 
ins, door, window locations, etc. 











The fresh, new look that is given the distinctive corner treatments of this store is repeated 
in the circular traffic display that guides customers to the aisle leading to refrigerators and 
home freezers. Note the attractive closing corner. All Westinghouse photos, 


2. Make a list of all products that 
are to be displayed. Make up this list 
by brand names and the number of 
items of each kind. 

3. Make cut-out paper units tor 
each appliance in the same scale as 
the floor plan. Make enough of these 
to cover off the full list of appliances 
to be displayed. 


4. Make paper cut-outs to repre 
sent kitchens and laundries and other 
special display or space taking cle 
ments. 

5. Try to fit these pieces into the 
available floor appears 
that an adequate display job cannot 


space. it 1 


be done on a large number of lines 
then it is best to do a good job on 
fewer lines. Keep all products of a 
tvpe together and arrange them for 
step-up selling. 

6. After achieving a good arrange 
ment of the product 
display treatment. 


then determine 
7. At this point check lighting to 
be sure that you will have not only 
good general illumination, but supple 
mentary spotlights located where they 
can highlight the merchandise. Plan 
both display and lighting so they are 
flexible. 

8. After establishing the light in 
tensity for the store, then make up 
color selection. 

9. Plan the store hat 
adequate facilities are available to do 


wiring sé 
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a good and demonstration 


display 
job. At the same time provide for 
plumbing and drain facilities. 

\s you tackle the job of planning a 
store, remember that display is not 
an end in itself, but is simply a means 
That means 
it must, to be effective, make mer 


to selling merchandise. 


chandise easy to want— easy to buy 
easy to sell, 
Easy to want means the merchan 
dise must be attractively displayed so 
it looks desirable—-like something the 
homemaker would like to own—would 
like to see in her own home. 

asy to buy means that she must 
understand all the sales ports. that 
are made. She find it 


preferably with 


must eas) to 


compare features 
products side by side, arranged in a 
line 

Kasy to sell means that the product 
must be arranged for selling—either 
up or down: that adequate demonstra 
tion properties are that 


lights operate; that the entire atmos 


available ; 


phere of the store and of each selling 
center is conducive to sales making 
not simply to expedite a quick sale, 
but in a way that assures complete 
long time customer satisfaction. 


Sales Promotion Manager, Appliance 
Division, Westinghouse Electric Corpora 
on, Mansfield, () 


~1 
Pe 
~ 





In 1938—W hen They Started— 
Hard Work. War, Smart Selling — 





offices have been built, partitions re 

moved, mezzanines constructed, which 

Lyon had < was done easily because of the arch 

1of some 2,000 © suspension girder type of construc 
age of pipe and tion. One of these mezzanines has 
approximately another been added as a consequence of the 
by an electrical company having been awarded the 
city and county contracts for lamps 

| required the addition to the 

a full carload of Svlvania 

~and the mezzanine now houses 

he complete lamp stock, adding 1,000 


t the warehouse space a‘ 


The Pacific Who'esale Electric Co. building, starting as an unpainted warehouse, has been extended through one block and 
uniform architectural design. The four overhead doors leading to the stockrooms save truck congestion. 
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— The Quarters Were Way Too Large 
ow Make the Place Seem Small 








By Henry W. Young 











Pacific Wholesa'e Electric Co. prides 
itself in carrying every type of switch 
used on any electric tool used in its terri- 
tory. This is of great service to the indus- 
trial customer. Here is the way the stock 
is kept, in this cabinet, normally locked, 
though the key is easily available at the 
counter. This prevents everybody and 
anybody browsing in the stock. 





t moderate cost for the construction. 

There are four overhead loading 
doors on the side of the building, 
three easily seen in the photograph, 
where company or customer trucks 
can drive in direct from the street, a 
congestion-preventing feature easily 
appreciated. 


ue ; ; : The mezzanine floor shown here added over 1000 sq. ft. te the available floor space, 
In the new offices, the lighting tea- and is used solely for lamp stock—Pacific Wholesale Electric Co. 
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ALL-BRIGHT RECESSED FLUORESCENT UNITS 
FEATURE “NEW TELESCOPIC FRAME”’ 
For efficiency, performance and beauty, here is the ultra 
in recessed fluorescent fixtures. Designed for unhampered 
beauty, they feature a sturdy, telescopic frame that fits 
snug to the most uneven ceiling. Special piano hinged and 
“quick-slide” catches for easy, simple maintenance. Avail- 
able with egg crate or honey-combed louvre. Individual or 


continuous rows. For better sight, it?s ALL-BRIGHT. 


Quick, simple mainte- An all-purpose unit .. . in- Small sized units available 
nance with piano hinges. dividual or continuous rows. for special-type installations. 


Send for new descriptive catalog, today! 


ALL-BRIGHT ELECTRIC PRODUCTS COMPANY 


Manufacturers of Fluorescent Lighting Fixtures 


3917-25 N. Kedzie Ave. Chicago 18, Illinois 
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tures stand out as far above the av- 
erage, indicative of what the electrical 
wholesaler may well do to help pro- 
mote the sale of adequate equipment. 
Mr. Lyon went deeply into a study of 
the relation of colors and reflecting 
surfaces in planning the lighting. 
“Luster-less” flat wall finish was used 
throughout, of a faint green tint in 
the walls to go with a light ivory 
ceiling. When the new “4,500 degree 
white” fluorescents were installed, the 
effect achieved was wholly adequate 
from the standpoint of illumination 
and of maximum efficiency as regards 
eye-comfort, with one “if.” 

There is abundant Southern Cah 
fornia sunshine outside most of the 
time, and plenty of window area 
shaded with Venetian blinds. Natural 
daylight, alone, is not fully effective 
in all parts of a group of offices. 
Neither is it advisable to shut it off 
entirely and go to complete artificial 
lighting at all hours. A combination 
of the two comes nearer to perfection. 
A study of the slat setting of the 
blinds for all hours was therefore 
made, and the angle of slat deter 
mined for the best possible blending 
of daylight and artificial light as the 
sun makes its round. It is surprising 
how a wrong angle of slats can con- 
flict with the artificial lights, causing 
shadows or areas of glaring surface. 
This is easily demonstrated on a trial. 
As a consequence of these studies a 
routine of blind setting at regular in- 
tervals during the day was set up and 
is carried through. 

The Pacific Wholesale Electric Co. 
operates on a somewhat unique basis, 
in that it has always held strictly to 
electrical supplies and they speak of 
themselves as “electrical construction 
suppliers.” They have never handled 
electric appliances, major or traffic. 
In peacetime or at war, they spe 
clalize in Navy ship and shore sup- 
plies. As regards stock, they have 
always specialized to a large extent in 
wires, including asbestos cable, var 
nished cambric covered power cables, 
etc.—commodities that in this area 
are usually only obtainable from the 
factories. Their sources for these 
products are principally Anaconda 
and Rockbestos Products Corpora 
tion. Some idea of the completeness 
of their stock line can be gained from 
the eight Victor card files in Mr. 
Lyon's office which list approximately 
500 items. 
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Pacific Wholesale Electric Co. makes it a point to be among the leaders in complete- 
ness of wire stock, including special wires such as asbestos, cambric covered power 
cable, etc. Their perpetual inventory files shown here, exclusively for wire, contain 
approximately 500 items. 
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Office of Ralph W. Rohrbach, sales manager, Pacific Wholesale Electric Co. This is 
a compact department all in one 20 ft. square room, the salesmen’s desks on the 
side opposite to Mr. Rohrbach and his secretary, Miss Clara Michael. A talk-back 
system connects him with the warehouse and other departments. 





E. K. Lyon, president (left) and Ralph W. Rohrbach, sales manager, in the former’s 
office of the Pacific Wholesale Electric Co. 





IF you want to START something 


@ Clark Type D Push Buttons, featuring silver-to-silver, button-type. 
double-break contacts, bakelite insulating parts, large electrical 
clearances, and plenty of wiring space, provide low maintenance and 
long life in heavy duty operations. Push button stop is independent of 
contacts. 1’2" and 2%" mushroom heads are available. 


Type RN—the "ROUGHNECK’’— has mushroom head, cast metal 
enclosure with rounded shoulders sturdy enough to take rough usage. 


Watertight, dust tight, and oil-immersed types can be supplied. Pendant 
Stations are also available. 


For every heavy duty industrial push button application there’s a “3C” Push Button Station available. 


(,%~ THE CLARK CONTROLLER CO. 
A UZ 


1146 EAST 152nd ST., CLEVELAND 10, OHIO e OFFICES IN PRINCIPAL CITIES 
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or Your Contractors and Dealers — 


his Slant on Public Relations 


Whether a dealer sells automobiles or toasters, or washing machines, the problems 


of successful and profitable public relations are identical, with the 


sale loss of good-will 


stemming 


from the same 


root-service 


danger of post- 


after the sale 





I THERE is one thing that tne 

war years have tested above oth 

ers it has been the dealer's public 
relations. And the interesting thing 
is that the test has been made while 
many dealers were not even aware it 
was going on. but even if the dealers 
iad paused to ponder, they probably 
would not have named the thing pub 
lic relations. 

Up to very recently, that term has 
been something to conjure with. Of 
that General 
Motors had a public relations depart 
ment, but, as for 


course, the most knew 
themselves, they 
were far too busy with the problems 
of the service department to bother 
with fancy phrases 

If the truth be 
nothing fancy or phrasey about pub 
And 


relations a department of 


1 
known, there 1s 


lic relations. neither 1s public 
anything 
is really the 
dealer of ‘‘all 


all of 


dealer has 


l'rom 


ur viewpoint, it 
total attitude toward the 
yf the people all of the time” 
the people, that is, that the 
any dealings with either directly or 
indirectly. 
And this 


9 a] [ee 
who can make or break him; 


includes his 


mploy ccs, 
his cus 


tomers or potential customers, which 


is almost another way of saying 


everybody; his stockholders, if any; 
; 1 


us factor, 


men: his fellow and com 

etitive dealers, even those he used 
to consider a pain in the upholstery 
And this attitude toward the dealet 


s the direct result of the way the 
public is treated by the dealer and “‘all 
f (his) people all time.” And 
“appraisal” on this 
that it is atti 


(ii 


of the 
ale ‘ 
n making an 
‘cdleal’”’ leat ‘ onan i ] - 
adeal i¢ us remembpel 
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By John G. Hunter* 


tudes that determine actions 


If, in private conversation, a cus 
tomer or a potential customer refers 
group ot 


somehow 


to vou with a little 


foun 
words that raise a question 
about your father’s marriage license, 


don’t be surprised if he doesn’t burn 


out his bearings in an effort to get t 
your dealership with some really 
profitable business. 

On the other hand, if this pros 


pect’s attitude toward you is best e 


pressed by the remark that you are a 
gentleman and a scholar and a good 


judge of how to use ration 


points, 
i 


your competitor in the days to come 


when it will again be a buyer's mat 


ket is going to have a hard time t 


convince him that “it is time for a 


change.” 


(And let us never forget the fact 
that some dav we will again ve ti 
start selling. Of course, the smart 
dealer never stopped selling, though, 


Nave sti 


alas tor their futures, many 


cumbed to the temptation of setting 
up a rationing board of their own to 
ration, of all things, courtesy, friend 


When 


the time comes that the will to serve 


liness, and the will to serve. 
is the dominant note in the dealer’s 
composition, he is going to play 
full house. 

Back in 1938 when | was sales 
one of the stuiccesstul 
\liddle West, 
him, “What is the secret of vour su 


man for most 


dealers in the 


asked 
l 


cess?” His answer was very simpl 


There are two 


things, i}¢ said 


‘larst, I try to see not how much 


can get from a customer, but how 
1: a aie 


much I can give him for the dollar he 


WHOLESALING 


spends with me 


\nd, second, | keep 
live sales Loree ; 
Chat dealer h 


is good public rela 


them throughout the 


temptation was to grab 


for the dollar, and to charge ineffi 
clency and discourtesy to that most 
horribly overworked of all excuses, 


“there’s a war on.” 


\nd happily fot 


the industry and the public, this case 


| 
i 
is not entirely unique. 

here are other dealers like minded 
\nd as long 


sound policies, 


as they maintain such 
continue to 
have good public relations 


the lush 


sull more important during the many 


they will 
during 
vears ahead, of course, but 


vears of the future after the violence 


of pent-up consumer needs has spent 
itself and the waters of demand that 


irrigate the fields of profit must again 


} 


he pumped by the treadmills of sell 
ng 

During the next few years, while 
production of new cars is catching uy 


there will be several 


\nd 


of them 1s the same. 


with demand, 


11 


temptations the answer to all 


\re we in busi 


ness to “make a killing” during the 


and hell 


we do not deserve a 


next few years then “the 
with it’? Ht so. 
(;eneral Motors contract. 


If, on the other hand, we are in 


NUSINESS \ st (jeneral Motor 
dealers are, with a will to serve and 
the Jeet ule desire to reap a tall 


ind sustained pront over a period ot 


vears, then we will do well to build 
1 1 

ound program of public relations 

some of the worst temp 


will encounte1 


busv and too cock, 


79 





1 
to be courteous 


donable sin” 


lations program. Courtesy like 


1 » . 9 ** li¢ - 
Shakespeare's quality of mercy 
(No, I’m not going high-hat) but it 
blest ; it 


, 
gives and hin. who receives 


is “twice blesses him 


and 


ac] “e“ricter 
rings Cash reyist 


) ] 


Z lo neglect to doa selling job on 


Sure, it will be a lot 


the new cat 


easier just to take orders. I used 


take orders myself sometimes. 


if with “an eye to the future” we 


liberally na seller’ marke # 


reap a rich harvest when a_ buyer’ 


market returns. And when we start 


to stop selling, we start to start chis 


eling 
3. Lo 


long run the 


| him the 


more satistied 


even if it hurts 's going to find 
out anyway, you know. 
+ Lo neg! 


slect our owners 


a common failing even in normal 


times. But remember, for example, 
how valuable our °36 


"39? And the 


we ll be 


owners were in 


time is coming when 


hunting for folks who will 


trade with us. 
parts and service 


The war changed the 


5. To neglect the 
department 


dealer's whole je 


departments from the profit’ vie 
about the 


viwill 


point, but how basis of 


profit | hat can 


customer gor 


be made or broken by one man, the 


service manager. 
\ case in point. Just a few months 


back, I drove w a Chevrolet 


walked in and 


dealer, parked in front, 
} 


asked the service manager the 
tune-up. “Oh, that ce 


motor , 
find.” “Don't you 


Ol a 
pends on what we 
standard rates More 


“No, Cars 


have any 


] ] 
ASKCCU 


Westinghouse Photo 


such bad shape nowadays that you 
can’t tell what you'll find until you get 
And his whole attitude 
don't 


into them.” 
“And | 


whether I do ‘get in to them’.” 


was, particularly care 

Mine happened to be a °42 which 
had been kept m very good shape, 
and he 


but he asked 


found out. | inquired later what his 


never never 
eputation was. Good work but prices 
flak. It is like 
iat asked tor the OPA regula 
\nd 


long memories 


igher than dealers 
| 
ti 


tions what's more, customers 


have This particular 
dealer happened to be the only Chevy 
dealer in the town, but there are a 
lot of people in the 
] 


it town and there is 
a lord dealer there. 
f) Lo a slopps 1b Ot servicing for 


When a 


delivery on a new (or 


deliveries customer takes 
used) car, he 
is usually ina very good humor. That 
is a fine time to 


lv with the 


impress him favor 
ab extra touches 


/ lo forget to cultivate the good 


will of the used-car buyers by a sound 


program. If we get 


l-car 


reconditioning 
chinchy on reconditioning, 


our used-car buyers will get chinchy 


> 
mS 
il 


Wil 


use¢ 


their business 
Yes, 


] 
1¢ relations 


vears have tested pub 
Paul 
before the 
\dvertising 


the wat 
l seven years ago 


Garrett, in an address 
American Association of 
\gencies, pointed out that public re 
industry's No. 1 job. | 
Mr. Garrett re 
cently, but I am certain that if | were 

he still felt the 
that 


lations 1s 


haven't talked to 


same 


would be he did 


emphasized, as nothing 


bly could, the importance ot 


human values. It is people who make 


It is people who make peace. 


most pet 


seagesses 


fectly mechanized of all wars, but 
back of every B.A.R. was a man an 
in every tank were several men; eve 
the rocket bomb was set off by huma1 
hands. And behind all the arms an 
armor were the passions, the ambi 
tions, the desires, the longings of hu 
man beings. 

And as we return to the ways o 
peace, we shall still be human being 
with the longing to be treated a 
such ; the desire to be regarded as in 
dividuals, not just numbers in a li 
cense book. And the dealer who isn’ 
too busy making money to put him 
self to the trouble of treating peopl 
as they like to be treated is going t 
find that they will treat him in pre 
same way. 
It has profit valu 
survival value as well. 


cisely the This is goo 
public relations. 
and 

Turning now to the subject of pub 
licity. Publicity is not to be confuse: 
with public relations. Public relation 
may be said to be a manner of life 
Publicity is letting people know about 
it. Someone has said, “The way t 
succeed is to do a good job and wear 
a red sweater.” All right, let’s lool 
at the sweater. 

There are three important publicity 
media (1 am not referring now to paid 
advertising ) that are available to the 
average dealer. First, and by all odds 
the most important, is word-of-mouth 
It is fast and effective. If you doubt 
that, just do the wrong thing to the 
right man (or woman, still 
and brother, a smoker could 
swear off until the whole town knew 
about the incident and he wouldn't 
On the other hand, 
you do enough good for people they 
are going to tell others about that, to 
Human nature is like that. 


worse 
chain 


miss a drag. 


Perhaps I hear a cynic say, “D: 
trick and the whole tow: 
knows, but it takes a dozen good ones 


one dirty 


betore you get recognition.” ©. K., s 
what? That’s human nature, too. W: 
might as well recognize it and do the 
dozen good ones. But don’t forget 
once we get a reputation for good, it 
But better b 
It is alway 
that extra something that tells. The 


grows like a snowball. 
better than just good. 
beauty of word-of-mouth publicity 1 
vou don’t have to take any pains t 
solicit it. You'll get it without the ai 
of an agent. And it’s convincing a 
a direct hit by a block-buster. 

The second medium is newspapet 
\nd again I am not referring to pai 
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and how are 
all your 


Relations 7 
















advertising. People don’t always be- 
lieve your ads. After all, you paid for 
those. But how would you like an 
article to appear in your home-town 
daily tying you, your business, and an 
interesting, favorable news story all 
into one delightful bundle of pub- 
licity. 
now. 

And that is not too hard to get, 
either. Reporters and editors, after 
all, are human beings, too. They make 


I can see you drooling right 


their living turning out news. Nat- 
ually they need raw material. Of 


course, they want news that is news. 
And it must be true and it must be 
interesting—not a lot of truck about 
how good we think we are. 

Here’s an illustration. During the 
acute cigarette shortage before Christ- 
mas of 1944, we had a “Cigarettes for 
Vets” Day at the Ravenna Ordnance 
Center. All employees of the Atlas 
Powder Company and the War De- 
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Courtesy of Olmsted & Foley 


partment were asked to donate smokes 
for the veterans at 
eral Hospital. 

The contributions in cigarettes and 
money were piled up around a pho- 
togenic bit of feminine pulchritude 
posed in an appropriate position. And 
the picture with the story made one 
of the wire services and was carried 
by the press all over the country. A 
dealer could have done the same thing 


Srecksville Gen- 


and made local publicity, which is 
what he wants. 

Leadership in community welfare 
projects is an excellent source of good 
copy. Of course, company sponsored 
athletic teams are generally used to 
good advantage, as are employee pic- 
nics, etc. Illustrations could be con- 
tinued ‘ad infinitum.” A little 
agination on the dealer’s part, a little 
frank, friendly contact with reporters 


im- 


an editors, will go a long way toward 
getting desirable publicity. 


Three things should be remem- 
bered (1) Always tell the truth (2) 
respect deadlines; and (3) never ask 
an editor to publish a story about you 
on the strength of the fact that you 
advertise in his paper. If the story 
isn’t news-worthy, he doesn’t want 1* 
and you shouldn't. 

In a general way, the same prin 
ciples may be applied to radio. The 
local news hour on the local station is 
quite willing to handle really news 


worthy items and human _ interest 
stories in which the “commercial 
plug” is, of course, absent but the 


to the dealer is 

present and worth a lot more. 
Summing up: The war years have 

the balances of public 


favorable reference 


weighed in 
opinion and found wanting many a 
And that 


includes at least one automobile dealer 


retail selling establishment. 

that 1 personally know. 
The that lie immediately 

ahead offer unprecedented profit pos 


vears 


rocks that 
tides; the 
rocks of money grabbing in an at 
tempt to make a quick killing, of for- 
getting that it is people who make 
business and profits. 


sibilities, but beware of the 
lie hidden under running 


If we become “go-givers,” people 
will spread the good news by word 
and reputation will 
grow like a snowball. But we may 
supplement this growth with a little 
imagination and cooperation with the 
press and radio of our own communi- 
ties. Then, if we play the game right, 
our friends will be “all of the people 
all of the time.” We will have good 
public relations. 


o{-mouth our 


*We extend thanks for permission to re 
print this article which appeared under the 
title “Public Relations for Dealers” in 
NEWS AND VIEWS, published monthly 
by General Motors Acceptance Corporation. 


When originally published in January 
1946 the following editorial note preceded 
the text 


“The following article was written by 
lohn G. Hunter, graduate and valedictorian 
of his class in Chevrolet’s Post-Graduat 
School of Modern Merchandising and Man 
Hunter had also been a 
Chevrolet's 100 Car Club for 
the three years he was with that organiza 
tion. At present Mr. Hunter ts engaged 
in Public Relations, we believe, in the Mid 
dle West. His article, provocative and im 
teresting, represents his own ideas on the 
subject of Public Relations and does not 


agement. Mr. 


member of 


necessarily reflect any official viewpoint on 
that most debated of all subjects 
Relations.” 


Public 








BEAUTY 
LINE 


DAWN—This beautiful fixture brings definite charm 
and decorative effect to an interior — provides dis- 
tinctive, highly efficient lighting. Graceful louvers 
are scientifically designed to give better lamp 
shielding. V type reflectors give 80% down lighting 
with soft glow on ceiling. 


SKYLITE—A new high in efficiency 
combined with beauty. Decorative, 
illuminated end caps, diffusing side 
glass shields and graceful louvers 
make this SKYLITE outstanding. 
Parabolic reflectors and frameless, 
shallow louvers provide even 
brightness over face of unit. 


LOUVERLITE—'Its slim, graceful lines 


enhance the beauty of any modern 
interior. Parabolic reflectors and 
shallow louvers with many openings 
give an effect of a canis dif- 
fused sheet of light. Three inch 
overall depth permits close ceiling 
mounting. Frame and louver, built 
as a unit, swings down easily, ex- 
posing wiring and ballasts. 


HORIZON—Smart — grace- 


ful. Frame of light, natural 
wood lacquered and 
waxed. May be had with 
etched glass panel or steel 
louver. Overall depth three 
inches. 


Distributed —— OTHER DESIGNS are 
exclusively shown in our catalog 
through ’ “a 

electrical “45 SMART STYLING IN 


‘slieaiiiaiad z COMMERCIAL FIXTURES It’s the TOP 
Send for your copy. Fluorescent 
Fixture 


ATT 


LIGHTING DIVISION Chelsea 50, Mass. 
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lectrical Industry Provides Radar 
To Safeguard Homebound Troopships 





ADAR 


CIsIVe 


most de- 
war, 1s 


the 


Weapons of 


one ol 
now 

playing an equally important 
part in return of to the 
United 5 


75.0 


the troops 
States. Approximately 
percent of troop-transport ships are 
now equipped with radar, and it is 
expected that this f 


creased to nearly 


wure will be in 


100 percent 

S00 ships) during January 1946. 
Among the ships equipped are the 
Hashin 

Pyle, John 


Kungsholir), 1 


(or 


Cie Org Rosa, 


(Ex 


plore r and rgen- 


ton, 


Santa 


lernie | ricsson 


fina. 


Radar eliminates the delays caused 


\ bad weather or poor visibility, A 
peneil-shar] 


b 


» beam constantly searches 
the area all around the ship, giving 
a map-like presentation on the 
Indicator of 


radar 
anything that falls within 


its range. (other ships, icebergs, 
buoys ... even driftwo id, are spotted 
with an accurate indication of their 
bearing and distance off. It is esti 


{ 


mated that the return of troops has 





Mounted on top of a dummy smokestack on 
a troopship is the antenna of the Model SO 
radar equipment. 





Radar operator at the indicator of the radar unit in the pilot house of a troop- 
transport. In the background is the helmsman. This medium-powered, light-weight, 
surface-search radar is the unit developed originally for use on PT boats, mine 
sweepers, landing craft and similar Navy auxiliary types. Photos from the U. S. 
Irmy Signal Corps. 


already been speeded up by the us 
of radar. 

With the defeat of Germany, out 
military leaders were faced with the 
problem of redeploying great numbers 
of troops to the Pacific and to the 
United States in the shortest possible 
time. Asa navigational aid in hasten 
ing the redeployment, an ideal radar 
for use on troop-transports was found 
in the model SO-1 and SO-8 systems 
produced by Raytheon Manutacturing 
Co. of Waltham, Mass. These two 
models have been battle-tested in all 
parts of the globe. 

Radar has, to a great extent, elim 
inated the necessity for reducing speed 
during periods of poor visibility and 
for waiting outside of harbors for fog 
to lift. 

Radar as a navigational aid is a 
benefit, although there was an extra- 
ordinary safety record in transporting 
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millions of returning American and 
\llied troops across the Atlantic and 
Pacific at a record-breaking schedule 
radar. No 
accident has ever occurred on ships 
equipped with SO-1 or SO-& radat 


equipment. 


without troop transport 


attorded 
troops by equipping transports 


To illustrate, the safety 
out 
with radar, at least one disaster was 
averted by the efficient use of radai 
the 


walters. 


and = following recent 
British Official 
\rmy reports indicate that the Rens 
Victory, the India Victory, 
Kokomo Victory, ships that normally 


during 
storms in 


selaer 


carry 1,500 or more troops, spotted, 
on their floating 


mines that had broken loose during 


radar indicators, 
the storm, and thus on several occa- 
sions were able to change course in 
time to prevent a collision and cer 
tain disaster. 
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“There's ested Strength 
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tn Every Length 


SPANG-CHALFANT 


Division of The National Supply Company 


General Sales Office: Grant Building, Pittsburgh 30, Pa. 


District Offices and Sales Representatives in Principal Cities 








ACCURATE TAPES 


.fast-selling ! 


ACCURATE TAPES—both rubber and friction—are de- 
pendable, fast-moving items that enjoy nationwide trade 
acceptance. 

ACCURATE Friction Tape is a time saving, cost reducing 
product with lasting adhesive qualities. Non-raveling, 
easy to tear off, it produces consistent volume sales. 
Quality materials and careful manufacture assure uniform 
dependability. 

ACCURATE Rubber Tape is strong, permanently elastic 
—qualities which assure neat, fast, economical installa- 
tion. Carefully packaged and capable of long storage. 
ACCURATE TAPES are backed by over a quarter century 
of experience in making fine friction and rubber tapes. 


. BRABMW RoOwES 


ACCURATE MFG. COMPANY 


IJ 4A4AHEPWORTH PLACE+GARFIELD-NEW JERSEY 
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Repeating Flash Bulb Helped 
Hasten Defeat of Germany, Japan 








Repeating flash tube, right, is compared 
with midget, commercial type flash- 
lamp. 





ERE for the first time is a 
photo of the repeating flash 


tube device which played a 
leading role in the successful inva 


sion and final defeat of Italy and 
Germany. The strange light source 
also hastened the day of our victory 
over Japan. 


The 


Electric (repeating) Flash Tube, is 


device, called the General 
being fashioned in the lamp Devel 


Nela 


here 


opment Laboratory at G. E.'s 
Park, Cleveland. It is 
with the popular No 
get photoflash bulb. 


shown 
5 mighty mid 








With machine-gun-like rapidity rodes; and, mounting. Vhe tive-turn 
the unique flash tube shoots brilliant © coil is made of finger-thick quartz 
“bolts of lighting” earthward from tubing. The powerful flash-produe 
reconnaissance planes equipped witl ig are travels between the = elee 
special electronic auxiliary equip odes through an atmosphere of 
ment. The device permits the taking = gas. The tube’s mounting includes a 
of countless night aerial photographs — base equipped with terminal posts, 
from altitudes up to two miles, swift) a handle, and a evlindrical protec 
reconnaissance of enemy territory, tive yacket (three inch diameter 
and the recording of nocturnal] trooy and open at the botton pyrex 
movements and similiar vital infor 
mation neluded among the numerous 

The G. E. repeating flash tub uses sighted for the fl tube after 
consists mainly of four elements; a the war are applications for light 
coil tube: a special Tas: two eiec- houses and 1\ « ( 





Inspecting and assembling quartz-glass tubes 
reconnaissance hlane, this lam produces three high-intensity flashes per second 
to permit quick and extensive map making, 


and parts. Installed in a photo- 
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Say, Toots, WHOS DIS RACO Fella ? 


e@ ‘lisn't a fella, Tony. As most wholesalers and their salesmen know, RACO is the 
trade-mark of All-Steel’s complete line of better switch boxes and outlet boxes. 


BETTER—AND HERE’S WHY: 
e No jagged or rough edges—no dirt or grease. Smooth, attractive 
appearance! 


e |-very Raco product comes to you in attractive carton ... shows 
product number, quantity and finish. Easy to stock, identify, 
and inventory. 
e All-Steel has been making precision products for over 33 years. 
The Raco line is uniformly made to the same exacting standards. 
Get acquainted with this dependable line today. Remember, it’s the quality line, the 
quick-turnover line, the profit line that’s sold nationally through wholesalers only ! 


THE JAY-KAY (J-K) BOX 


Made for “BX” but with bushing plate removed, 1t 
‘s a box for non-metallic cable. Supplied in 34" 
ind 4" diameters. Boxes only, or assembled on bars, 
\ rnal clamp all ww more wiring room. | se this box 


now when connectors are scarce. 


ALL-STEEL-EQUIP COMPANY, INC 
300 Kensington Avenue, Aurora, Illinois 
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Counter Suggestions Make 


Sales 





HE Electric Supplies Distrib- 

uting Co., San Diego, is stimu- 

lating sales at its two counters 
by methods shown in the accompany 
ing photographs. 

Under the main, city counter, the 
space has been powerfully lighted by 
a modern system of 
ing. 


of 


2 Se 
ee” et 


1 
y 


showcase light- 


the usual electricians’ 
tools, but certain mechanical tools and 
devices at 


trical construction 


not only 


times necessary in elec 


work. These are 
supplemented by associated hardware 
items, use for which is constantly 
coming up in electrical construction 
work, such as screws, machine bolts, 
Phillips screws and drivers, toggle 


The 


counter, 


bolts, etc., which are in stock. 
customer, waiting at the 
studies this display and is reminded 
to buy here items that he needs, and 
had been 
accustomed before to buy from other 
sources. 

Back of the “will call’? counter, in 
another part of the room, a good- 
sized blackboard mounted. is 
On this are listed supply and material 
items currently 


Calif., this 
delivery. 


blackboard 


which, in many cases, he 


Under present conditions, 


has been of course a great 
evervone. 
available in stock. at a glance, and without 


= 


This well-lighted display under the counter promoted 
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“Meakvuk, Rar 
4.KD Boxes 
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Oe % Ko foves 


Inside is an attractive display 4 [Be x Cov&R> 


1 é< AwatT_s - 


On the city counter of the 


shows 


availability 

question 

The customer waiting 
| 


gta 


te 2 
B- Giz- fee ce 
G49 Rarc wer’ 
6 Hes Nadee® 
jo~ Tin (one 


PAKS 


6 BOxms 


a a i 


Electric Supplies Distributing Company, San Diego, 


visitors what items are available for immediate 


take the time to ask about a long list 


with t 
Witt) ()] 


requirements, just what is ready 


sees for delivery from stock by this pai 
having to ticular wholesales 


sa'es of tools and associated items. 





oa qar i : 
ee wt 
- paieetantetdla, com> 


fly line is 
+ Wholesalers 
this policy: 


For the Fire 
Sells Right. 

the wisdom of 
se the Firefly 
both th 


nly to accredited 


line 1s sold © 


e wholesalers and contrac 


And, becaU 


obbers: 
e utmost co 


e and use of 


d satistaction 


electrical j 
-oper ation an 


tors secure th 
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SAS 
POL SE's Shr Ae 


KILLARK FITTINGS especially 
for RURAL ELECTRIFICATION 


Your county and almost every county in the entire United 
States is enjoying many miles of new power lines being pro- 
jected by the REA. That means many, many new wiring jobs 
for the electrical contractor with a complete line of rural 
electrification fittings—The Killark Line is a COMPLETE line 
of REA fittings. The electrical contractor who concentrates 
on the Killark Line is especially qualified for REA jobs because 
he can be supplied with every fitting he needs and the proper 
fitting—from his Killark wholesaler. 





Send to Killark for Rural Electrification Bulletin—you 
need this information for REA jobs. 


Li 


-ECTAIC MANUFACTURING COMPANY 


Offices and Warehouses: Atlanta, Baltimore, Boston, Chicago, 

Denver, Los Angeles, New York, Philadelphia, Pittsburgh, 

San Francisco, Seattle and Syracuse. Vandeventer & Easton Ave. 
Offices: Cincinnati, Cleveland, Dallas, Detroit, Kansas City, SAINT LOUIS 13, MO 
Minneapolis. < ‘ 





THE PIPE PRODUCTS PUZZLE.... 












































































































































































































































REPRESENTATIVES IN PRINCIPAL CITIES 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 


PIPE COUPLINGS (_) PIPE NIPPLES @— ELBOWS, 90°G-® AND 45°c=> 


RUNNING THREAD PIPE gD GOOSENECKS <—™)) WALLPLATES 
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The CAMERA CLICKS 
( The Housewares Show 


According to Mr. A. W. Buddenberg, Executive Secretary, the 1946 Housewares 
Manufacturing Exhibit in Chicago in January was a great success. He further 
stated that every available space had been taken long before the opening date 
and all reservations for the banquet were taken early. 

Although there still were many products not yet in production, the manufac- 
turers showed those they had to offer or hand made models of those soon to be 
in the hands of distributors. From all indications the buyers, who came from 
forty-six states and several foreign countries including Mexico, Canada and South 
Africa, were well pleased with the products shown and those which soon will be 
ready for delivery. 

As an aftermath of curtailed production during the war, many new lines were 
shown; some were new additions to old lines and others were new products of 
manufacturers entering new fields. With the multitude of buyers at hand, good 
dealers and distributors were readily engaged and a selling force promptly 
established. 

‘ All signs indicated that houseware products and appliances have a huge tenta- 
tive market now waiting only on the manufacturers’ ability to supply the dealers 
with merchandise. 








{BOVE: The dis- 
play of Kent Prod- 


ucts Company. 





RIGHT: Miss 
Varjorie Andrade, 
demonstrator for 
Sun-Kraft, tells 
William G. Reese 
of W. A. Leiser & 
Company, manufac- 
turers’ agents in 
Philadelphia, the 
facts about the Sun- 
cat. *. £. Kraft sun lamp. 
Clader and Maur- 
ice I. Insley of The 
Toastwell Com- 
pany show off their 
display of appli- 


ances. 





; Le 
IT COOKS IT TOA 
DELIVEr ys Now 





1BOVE: Toastmaster Products display ance Company proudly show their E. North and Bobby Boswell. RIGHT: 
shows a pageant of 25 years growth from “Breakfaster.” Left to right: Vern Cal- Holliwood broilers are displayed by 
the company’s first commercial toaster. kins, Harry Spector, Edward Huppert, Finders Mfg. Co. through H. Smith, 
CENTER: Members of Calkins A ppli- (Baltimore distributor), S. Palenchar, Benj. Ginsberg and S. Saul Schier. 
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» To better satisfy the ever-increas- 
ing demand for General Day-Lite 
fluorescent lighting units, we have 
recently purchased and are now 
equipping one of the largest and 
most modern fluorescent lighting fix- 
ture plants in the country—located at 
Norristown, Pa., just 17 miles from 
the heart of Philadelphia, our 
present home. 


Here, in over 65,000 sq. ft. of floor 
space—with the most up-to-date 


Full Speed Ahead in Our 
MODERN NEW PLANT 





machinery and equipment—we can ° 
soon promise the greatest volume 
production of the most economically- 
priced line of fluorescent lighting 
fixtures on the market. 


It won't happen overnight, that's 
true, but you can count on us—as 
always—to attain this just as fast as 
is humanly possible. In the mean- 
time, for quality, dependability and 
values, continue to make General 
Day-Lite your “buy-word.” 


fluorescent lighting 
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Show Your Trade How to 
From Support of Fair Trade 





Profit 
Laws 


By American Fair Trade Council, Inc. 





I. Q. What is Fair Trade? 
\. lair Trade is a system of trade 
mark protection which 


| permits the re 
sale of trade-marked merchandise at 
standardized, 


uniform prices set by 


the manufacturers. 
2. Q. Who is benefited by Fair 
Trade? 


A. 


best interests of consumers, cist 


kverybody. lt 


works 


utors and manutacturers 


3. Q. How does it benefit the ulti- 


11¢ 


A. 


mate consumer? 


advertised 


brands 


at 


any 


lt enables him to buy his tavon 


ore 





tion of the Miller Tydings Act. 


to move toward their repeal. 


Street, New York 18, N. Y. 





A battle looms on Washington's horizon since the Federal 
Trade Commission has trained its big guns on the Fair Trade 
laws. Probably it was stirred into action by the Fair Traders, 
who have been striving to add the District of Columbia to the 
list of 46 states that have legalized Fair Trade under the protec- 


Of course the FIC will find itself enthusiastically supported 
by large retailing organizations whose policy demands selling 
at lower prices than those used in regular trade channels. 


Yet—we are living ina period when the small independent 
business man has gained more recognition than ever before and 
his.importance in our economy is more fully appreciated. Since 
Fair-Trade laws serve asa real protection for the small concern 
against ruthless’ price competition, our legislators might hesitate 


Nevertheless, big interests can exert much pressure and there- 
foré small business must stay forever on the alert and be pre- 
pared to fight for its own protection. 


The American Fair Trade Council is dedicated solely to the 
promotion and support of Fair Trade laws under which the owner 
of a trademark or trade name may specify prices below which 
the various classes of trade engaged in the distribution of com- 
modities identified by such trademark or trade name shall not 
dispose of such commodities. Its address is 11 West 42nd 
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vhere they are on sale without hag 
vling over prices, and with the knowl 
edge that the price he pays 1s the same 
evervwhere It protects him from 

called “bargain” sales which ex 
pose him to high, often exorbitant, 
prices charged tor unbranded, un 
dentitied goods on which unitorm 
prices are not entorced lt protects 
him from the Indden “Quality 


Squeeze” forced by — unrestrained 


‘ader’ cut) prices- in whiel 


‘loss-le 


concealed quality dilutions almost al 


Ways greatly Outrun price reductions 
1. Q. How does it benefit distrib- 
utor? 
\. It enables hint to deal imoa 
higher quality of merchandise and at 


the same time to make a tair profit 
3+. Q. How does it benefit the 
manufacturer? 
\. Fair Trade 


facturer to | 


enables the manu 


quality-reducing 


, 
AVVO Tile 


pressure of unrestramed cut prices by 
legalizing resale price maintenance 
contracts and thus permits him) to 
mamtain the quality. standards on 
which he built his business and pro 
tect the trade-marks which identit, 


lis products and his advertising. 


6. Q. How are these Fair Trade 
prices established? 
\. The 


the lowest 


manufacturer determines 


product should 


to enable him to delives 


price his 
bring in ordet 
good value and make it possible tor 
the distributor to get his fair profit 
The 


contract 


lair Trade laws permit him to 
| 


with distributors to main 


tain these prices 

7. Q. Do Fair Trade prices have 
to be registered or reported to 
any state or federal agency? 


\. No. 


\ll that is necessary is 
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HOW FEEDRAIL BOOSTS PROHTS 


fer Wholesaler's Salesmen 





Feedrail is the newest and best method for providing flexible lay- 
outs for feeding electrical equipment in the needle trades and all 
industries where motor operated machinery is moved. 


It provides quick shifts of machines without added wiring costs and 
gives the utmost safety and reliability of operation. 


Wholesaler’s Salesmen with industrial contacts frequently initiate 
sales on first calls, ranging from 100 to thousands of feet. Com- 
plete co-operation of local Feedrail Representatives provides 
engineering and application experience. 


IMMEDIATE MARKETS: 
Needle Trades—for sewing and cutting machines 
industrial Plants—for portable tools, test lines, cranes and hoists 


The following catalogs are available: General No. 15, Needle Trades 
No. 16, Machine Tools No. 17 


REED RAT: €-0.R PORATION 


age ngs of Ryeeet & Stall Co., 338 BARCLAY’ STREET, NEW YORK 7 pe Oy 
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FEEDRAIL is handy for cutting machines—particularly over long 
tables. The trolley moves along with the machine. Note the 
moving cloth laying machine with inspection light on FEEDRAIL 
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racts be made between 
e manutlacturer and one or 


istributors in each state 


MOTE 

having lan 

rade law; and it 1s a 

tice of these standardized prices be 

handling 
product. 

&. Q. Does every reseller have to 
sign a contract before he comes 
under the operation of the Fair 
Trade Law? 

No It is not necessary to have 
rv reseller affix his signature to 
ur Trade contract before he comes 
Trade 


ler the operation of lat 


VS Once the manufacturer has, 
good faith, entered into such an 
eement with one or more resellers 
he product in a particular state 
that is necessary is to put all othe 
llers of the product in that state 
tice of the manufacturer's newly 
blished Fair 


‘tice are equally bound 





Trade policy. Those 











Courtesy of "Drug Trade News 


9. Q. How are Fair Trade prices 
enforced? 
\. Fair Trade prices are usually 
enforced through the application by 


the aggrieved party to an equity 
court for imjunctive relief to restrain 
the price-cutter from continuing t 


sel] below the established price fixed 


by the Fair Vrade contract. Damage 


usually may be recovered by all i 


jured party. After an order has been 
Issued by the Court to the price-cut 
ter restraining him from the continu 
ance of the wrongful act. 
price cutting leaves the price-cuttet 
open to punishment for contempt of 
court. Some courts punish for con 
tempt by fine and some by imprison 
ment. Resort to court action, how 


ever, is seldom necessary. 
10. Q. Are Fair Trade prices 
frozen by the contract or can 


they be changed without ex- 
ecuting a new contract? 
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in ditterent s ates 


+] ‘ 
sted Db contract Vy the manutac 

117 1 ul) “ft OPA reo! 

ture subject to regulavions 

at anv time to meet varving economn 

condiuons, and — notice of these 


eee ede” 
changes should be sent to all distribu 


tors with whom the manufacturer 


Il. Q. Do Fair Trade prices con- 
flict with OPA ceiling prices? 
\. barr Trade prices which were 
mamtamed by a manutacturer priot 
to March, 1942, when the OPA price 
freeze became etfective, may be en 
forced \ distributor who had notice 
of these established prices at that time 
but did not observe then 
to OPA for an increase in 
to the 


Manutacturer 


may apply 
prices up 
prevailing price fixed by. the 
pursuant to his) ban 
1942. 
12. Q. Does Fair Trade legisla- 
tion stop all price cutting? 


\ No lt only 


lrade contracts of Maz h, 


rohibits prec 
culimmyg tor trade-marked 


which the 


products aot 
nounced his intention 
his established price. 


13. Q. Can a dealer resell at 
prices higher than those stip- 
ulated in the Fair Trade con- 
tracts? 

\ Phe Law n this respect differs 

Most states have 

legislation legalizing 


enacted Con 


resale 


tracts, fixing the Winn 


Statutes im other states pro 
ide that the vendee may not resell 
except at the vendor's stipulated price 
The first type of contract fixes the 
nunimum price only, the second type 


of contra establishes the maximum 


as well as the minimum price 
14. Q. Do resellers generally fa- 
vor handling Fair Traded 
merchandise? 
\. It is the consensus 
the handling of Fan 


l 
, , 
lise, because thev be 


: foe 


produ ES usually beat 


ng a nationally known and adver 
tised trade-mark, are of high quality 


bly known 


and widely and tavora 

15. Q. What types of products 

are best suited to sale under 
Fair Trade contracts? 

\ \ny types ol 

ler a brand name to consumers \l] 


the product 


product sold un 
that is required is. that 
‘ar a trade-mark, brand, or name ot 
the producer or owner, and that 1t 


be in fair and open competition with 
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from the Complete line 


You'll find that Penn-Union offers all the 


good types of terminals, im a complete range 


of sizes: Solderless lugs to grip the conductor 
by Bolt, Screw, Post-and-Nut, or Multi-Slit 
Tapered Sleeve; Vi-tite, E-Z, 
shrink fit, ete., ete. 


clamp type, 
Soldering lugs and sheet 
metal terminals in wide variety. 


Also Tee Connectors; Cable Taps; Straight, 
Parallel, Elbow and Cross Connectors; Bus 
Supports, Clamps, Spa Grounding 
Clamps; Service Connectors, ete. Penn-Union 
connectors are the choice of leading utilities, 
contractors, and manufacturers—because every 
fitting is mechanically and electrically de- 
pendable. 


Sold by Leading Jobbers 
PENN-UNION ELECTRIC CORP. 


Erie, Pa. 
THE Complete LINE OF CONDUCTOR FITTINGS 





PENN-UNION 


J} 
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commodities of the same general class 
produced by others. 


16. Q. Who are opposed to Fair 
Trade? 

A. Merchants who claim to sell 
merchandise at lower prices than their 
competitors and try to prove this 
claim by cutting prices on certain pop- 
ular brands which they use as “loss 
leaders” or “bargain bait.” 

Fair Trade is opposed also by man- 
ufacturers of unbranded merchandise 
who prefer to have their distributors 
left free to cut prices on well adver- 
tised, trade-marked goods so as to at- 
tract customers to their stores. 


17. Q. Does Fair Trade encour- 
age higher prices? 

A. No. On the contrary it helps 
to keep prices in general at a fair level 
determined by the best interests of 
the producer, distributor and con- 
sumer. 


18. Q. What is there to deter the 
manufacturer of a_ Fair 
Traded product from setting 
his price too high? 

A. His own self-interest. No man- 
ufacturer dares run the risk of letting 
his prices get -out of line because he 
knows that if he did his competitors 
would soon put him out of business. 
Competition in trade-marked prod- 
ucts is far more severe than in any 
other class of goods. The manufac- 
turer of branded products knows that, 
next to good quality, fair price is the 
most potent factor in building and 
holding his market. 

19. Q. Have prices increased or 
decreased under Fair Trade? 

A. They have not increased. In 
many instances they have decreased. 
20. Q. What is the Miller-Tyd- 

ings Act? 

A. Prior to the enactment of this 
statute, State Fair Trade Laws did 
not protect merchandise used in Inter- 
state Commerce. To meet this situa- 
tion, Congress passed a federal En- 
abling Act which exempts from the 
provision of the Sherman Anti-Trust 
\ct the execution of Fair Trade con- 
tracts in Interstate Commerce. 

21. Q. How do _ Fair’ Trade 
statutes differ from anti-dis- 
crimination price _ statutes, 
i.e., the so-called Unfair Sales 
Practices Act? 

\. The chief aim of a Fair Trade 

is to protect the right, reputation 

id good-will of the product of the 


producer or manufacturer, in that it 

prevents the reduction in value of 

such trade-marked product in the eyes 
of the consumer. 

The aim of the Unfair Sales Prac 
tices Act is to safeguard the public 
against the creation of monopolies 
and to foster and encourage competi- 
tion by prohibiting unfair and decep- 
tive practices by which fair and hon- 
est competition is destroyed—such 
practices as giving away articles at 
cost to the injury of a competitor and 
thus destroying competition or the 
creation of discrimination in prices in 
different localities. 

22. Q. Why is the present an es- 
pecially favorable period for 
adopting a Fair Trade policy? 

A. Because such a policy is a long 
towards stabilizing the price 
structures for the future. As OPA 
ceilings are lifted the manufacturer 
is able to proceed all the way to com- 
plete his Fair Trade program. 
Greater dealer cooperation may be 
obtained now than later. 

23. Q. What are the essential 
provisions of state Fair Trade 
laws? 

A. All Fair Trade laws provide 
in substance that there is nothing 
illegal about a contract specifying the 
resale price of a trade-marked or sim- 
ilarly identified commodity, and that 
wilfully and knowingly advertising 
or selling such a commodity at less 
than the specified price is unfair com- 
petition permitting legal redress by 
any injured party. The Fair Trade 
laws permit only vertical price stand- 
ardization that is, the trade-mark 
owner may specify the price at which 
the goods may be sold by others in 
his claim of distribution. 

There is nothing mandatory about 
these statutes, they do not dictate that 


step 


all trade-mark owners must maintain’ 


prices, but they do permit a producer 
to do so if he desires. 

All of these statutes specifically 
prohibit horizontal price-fixing, which 
is the fixing of prices by parties nor- 
mally in competition with each other, 
such as a group of producers or a 
Horizontal price- 
fixing leads to evil results, inasmuch 
as the normal forces of competition, 
which would force the reduction of 
excessive prices, have been eliminated 
by the horizontal combination. 

On the other hand, resale price 
maintenance, which is all that the 


group of retailers. 
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Fair Trade laws permit, involves 
parties who do not compete with each 
other ; that is the owner of the trade- 
mark or trade-name on the one hand 
and the distributors—wholesale or re- 
tail—of commodities bearing such 
trade-mark or trade-name on_ the 
other hand. In addition the trade- 
mark owner is not permitted to util- 
ize the Fair Trade machinery unless 
his product is in open competition 
with other commodities of the same 
If the trade-mark owner speci- 
fies an excessive resale price, com- 
petition from other trade-mark own- 
ers producing similar goods will force 
down that price. Competition is not 
nullified, it is simply accelerated on a 
large scale with prices controlled by 
the manufacturers who take the risk 
of large scale production. 

24. Q. What states now have Fair 

Trade laws? 


Ince 
Cidass. 


\. All the states excepting Ver- 
mont, Missouri and Texas. 

25. Q. Is resale price mainte- 
nance practiced’ elsewhere 
than in the United States? 

A. Yes. It was practiced in Great 
Britain and some of the British Do- 
minions and gained favor in those 
countries long before its introduction 
in the United States. This experi- 
ence is the best proof that resale price 
maintenance does not restrict small 
enterprise and that it does not un- 
favorably affect consumers. 

26. Q. What is the American Fair 
Trade Council? 

A. An association of manufactur- 
trade-marked products who 
cooperate for the purpose of edu- 
cating the public to a better under- 
standing of the theory and practice 
of resale price-maintenance. The 
council represents no one industry; 


ers of 


horizontal association with 
members in a number of different in- 


dustries. 


it is a 


27. Q. Who is eligible to mem- 
bership in the American Fair 
Trade Council? 

\. Any producer of trade-marked 
goods who practices Fair Trade or 
is preparing to do so. 

28. Q. Where can one _ obtain 
more information about the 
services of American Fair 
Trade Council and the advan- 
tages of membership? 

A. At the headquarters of the 
Council, 11 West 42nd Street, New 
York 18, New York. 
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AIR-COOLED 
TRANSFORMERS 


Acme Air-Cooled Transformers for lighting load 
distribution from a power line provide for a sim- 
plified wiring plan and greatest economy. And, 
general industrial and commercial power wiring 
systems, many economies can be realized through 
the use of Acme Air-Cooled transformers to trans- 
form at the point of use a high incoming voltage 
to the standard 110, 220 or 440 volts required for 
operating motors and other equipment. No oil 
required. No maintenance. No specially constructed 
transformer safety enclosures. Available in sizes 
from 1/10 KVA to 75 KVA, auto and insulated 
tvpes, single and three phase with primary voltages 
up to 2300. Write for bulletin 160. 


THE ACME ELECTRIC AND 
MANUFACTURING CO. 


CUBA, N. Y. 
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News Notes From NEW.A. 


By Alfred Byers, Secretary 


National Electrical Wholesalers Association 











BASIC SALES TRAINING PROGRAM 
CREATING WIDESPREAD INTEREST 


announcements 


the Basic Sales Training 


Recent describing 
Program, 
jointly sponsored by Edison Electric 


Institute and N.E.W.A., produced 


many inquiries about and orders for. 


training materials from the industry 
as Well as from non-electrical sources. 
That reaction proves how widespread 
is the interest in sales training; and 
completely justifies the 
amount of both 


have done to make the program basic, 


tremendous 
work associations 
concise and practical. 

Two previews of some Of the ma 
New York 


on December 12. One was a morning 


terial were conducted at 


preview for the industry in and adja- 
cent to New York. 


afternoon showing arranged for the 


The other was an 
convenience of the press. 

Chi 
the industry in 


\nother preview was held at 
io on January 3 for 


and surrounding that city. Then on 
January 18 a similar preview took 
place at Cleveland. 

\ttendance was excellent at these 


previews and interest in the program 


high. Enthusiasm for the down 
to-earth character of this E. FE. T. and 
N.E.W.A. contribution to the ad 
ncement of the industry was note 


worthy at each gathering. 
Information about this sales train- 
will be 
by either Edison Electric In- 
sutute, 420 Lexington Avenue, New 
York 17, N. Y., or National Electri- 
Wholesalers Association, 500 
\venue, New York 18, N. Y 


program supplied upon 


request, 


N.E.W.A. MEMBERS TO BE FURNISHED 
SCIENTIFIC HIRING KITS 


is a result of considerable study 
by the Sales 


Publicity, 


rtaken 








Sales VTraimimg Commit 


Promouon, 
Geo. F. WKindley, chairman of 
] 


that committee, has recommended the 


ree. 


preparation of certain materials de 
signed to eliminate most of the guess 
Then 
reconunendation has been approved 
by the 


work in hiring new employees. 


Management Committee and 
the actual preparation of the material 
is now under way. 

When this 
N.E.W.A. 


cost) at an early date, it 


material is offered 


members (at a very low 
1s expected 
according to reactions already re 
ported to headquarters, that 


members will quickly avail themselves 


Many 


The scientific hiring 
lhe Per 


Chicago, will 


of these benefits. 
kits now being prepared by 
sonnel Institute, Inc., 
be simple to use. In addition, the plan 
will provide members with the ad 
vantages of expert professional analy 
ses of aptitude tests which they can 


N.ELW.A. members 


will once more “put more dollars in 


readily conduct. 
their tills” as a result of the outstand 
ing work of Mr. Kindley and his as 
sociates on this very valuable 
mittee 
NEW HAVEN CREDIT MEN 
TO HEAR CHARLIE PYLE 
“The Credit Man 


back of the Business 


he (uarter 
Team” is the 
title of the talk Charlie Pvle is to de 
liver on the 20th of this month before 
the New Haven Credit Men’s Asso 
ciation, at New Haven, Conn. Credit 
men from many sections of New Ing 
land are expected to be present 
Charlie Pyle, N.E.W.A.'s 
ing director, has delivered several ex 
cellent 


MWiahay 


addresses to large audiences 
composed mainly of men not engaged 
That 
with opportunities to 


has provided 


tell the 


in wholesaling. 
him 
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Wholesaler’s story to many to whom 
it should be important but who know 


so little about it hat story, as 
Charhe Pyle tells it, is an engrossing 
and it economic 


one packs real 


punch lle hever Disses al Opportu 
mity to mount the platform and in 
struct the “class” 


in the efficiency and 


economy of wholesaler distribution 


I lis 
very convincing, and the growing im 
portance and influence of N.E.W.A. 

which he directs and 
real authority to 
N.E.W.A 


ing substantially to 
1 


“lectures,” in themselves, are 


represents 


his observa- 


e1VeS 
tions has been contribut 
the advancement 
of this industry through Charlie Pyle’s 
recent 


appearances on the speaker's 


platform 


THIRTY-SEVENTH ANNUAL 
N.E.W.A. CONVENTION 
Matters of importance to the en 
tire industry will be acted upon at the 
Vhirty-Seventh Annual 
of N.Ee.W.A. at Chicago, 


} 


Convention 


\pril 21-25, 


1946. Plans are now being formu 
lated by the program committee —W., 
[. Bickford, chairman-——for the con 


vention to give attention to these as 
well as a number of association inter 
ests 

Reports of committee meetings 
held during the past vear will be re 
Special 


New 


ASSOC iation’s 


viewed and discussed fea 


tures will be presented pro 


grams to increase the 


usefulness to members will be sub 


nutted for consideration. Prominent 


speakers will inspire the membership 
by recounting the tremendous oppor 
tunities ahead for the goods and ser 
vices electrical wholesalers provide 
Unquestionably, this convention, 
the first in two years, will attract 
member and interested 


every 


many 


101 


BETTER SERVICE WITH 


Forged for high strength, from high-strength, high- 
copper alloy. 


High pressure between conductors assured by special 
low-friction bolt and nut alloys, 


Extremely compact, for easy handling and taping. 
Can be reused over and over again. 


Wide conductor ranges . . . 13 sizes take from +10 
solid to 1000 Mcm. 


No special tools required. 


Burndy SERVITS for both copper and aluminum cables, as well as other 
Burndy electrical connectors for use iri maintenance and manufacturing 
are fully described in Catalog +41. Send for your copy, or, ask for engi- 
neering assistance on any special connector problem. Burndy Engineering 
Co., Inc., 107-S Bruckner Blvd., New York 54, N. Y. 


Headquarters for 
CONNE cTORS 


In Canada: Canadian Line Materials, Limited, 
Toronto 13 


manufacturers. They all will wish to 
participate and partake of the many 
benefits to be derived from it. The 
one unharmonious note is that, al- 
though hotel accommodations will be 
available to every member who makes 
an advance reservation, there are 
likely to be disappointments for some 
non-members and some manufactur- 
ers. Hotel rooms are definitely lim- 
ited in number and if demands are 
extra heavy there may not be rooms 
enough for all. 


N.E.W.A. COMMITTEE MEETING 
SERIES UNDERWAY 


The pre-convention series of 
N.E.W.A. committee meetings has 
been under way since last month. The 
Operating Cost Committee (covering 
the apparatus and supplies field) has 
met, as has the Cast Metal Conduit 
littings Committee. Meetings have 
been held also by the Warehousing, 
Deliveries, Installations, Freight 
Rates and Claims Committee, the 
Major Appliances Committee and 
Small Appliances Committee. Among 
the meetings still to be held are those 
of the Outlet & Switch Boxes and 
Associated Materials Committee, 
Residential Lighting Committee, and 
Wiring Devices Committee. 

N.E.W.A. members can look for- 
ward soon to receiving individual re- 
ports from each of these committees. 
As in the past the information devel- 
oped at these meetings will be re- 
ported in full and will undoubtedly 
furnish all members with considerable 
helpful material. 

Since the idea of holding these 
meetings apart from conventions has 
been followed—as suggested by 
Charlie Pyle last year—the contribu- 
tions which N.E.W.A. committees 
have made toward improving the 
wholesaler’s operations have been 
most substantial and of benefit to the 
industry at large. 


To Manage Wesco 
At Peoria Branch 


Clarence G. Ward has been appointed 
manager of the Peoria, Ill, branch of 
the Westinghouse Electric Supply Com 
pany, according to announcement from 
Henry Czech, manager of the Northwest 
ern District of the company 

A native of Jackson, Mich., Mr. Ward 
attended high school there, and studied 
business administration at the Michigan 
State Normal School. 
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(Continued from page 49) 


that, due to uncertainties caused by the 


trike, “it is my feeling that we will see 
summer come and go before appliances 


ire available in any quantities.” 


Large Rewiring Market 
In the financial analysis of the business 
f electrical living, Mr. Clark pointed out 
that improved wiring in new and remod- 
eled homes would cost more than $215,- 


(0,000 yearly; small and large appliances, 


from lighting fixtures to refrigerators, will 
have a market demand of more than 
$2,000,000,000 a year; expanded electrifi- 
cation and increased power demands for 
the new appliance-conscious public will 
require annually from $1,000,000,000 in 
1946 to $2,000,000,000 in ten years for 
electricity, and new capital investment by 
the utilities to provide this power will 
exceed $1,000,000,000 a year. 


Electrical Exposition 


Held At Milwaukee 


The 7th Annual Electrical Equipment 
Exposition, sponsored by the Electrical 
Maintenance Engineers of Milwaukee was 
held on Thursday January 31 and Friday 
February 1 in the new auditorium of the 
Wisconsin Electric Power Company. 

More than 50 manufacturers of motors, 
motor controls, fuses, fixtures, lighting 
equipment, tools and other electrical equip- 
ment, exhibited their products. 

















INVITATION to the International 
Lighting Exposition. Inside two pages 
of the card are reproduced above. 











HOME ACRES OY 





CRESCENT SERVICE CABLES 


Employ 
Heat Resisting Jnsulat 


® ALL CRESCENT Service Cable is 
insulated with a Type RH, super- 
aging, heat resisting rubber com- 
pound of the best grade obtainable 
that gives 35 to 40% greater cur- 
rent carrying capacity than ordi- 
nary code grade insulated service 
cable.* 


® Service cable is the bottleneck 
limiting the amount of customer de- 
mand for all appliances, and future 


business for the contractors, dealers, 
wholesalers and power suppliers. 


®* With CRESCENT SERVICE 
CABLE you get maximum load 
capacity, long life and value. Made 
in Type SE, Style U, as shown: 
Style A with a galvanized steel 
armor tape over the bare neutral 
conductor, and in Type SD, Drop 
Cable. Sizes—No. 12 to No. 2 AWG 


in two and three conductors. 
*Based on 1940 N. E. Code 


Qwatlable Through 
Electucal Wholesalers 


WIRE & i 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 





y al A a. 


eS ' 5 Ow 
4 p= . a 
s é ' ; Ras ese 





ee ROS ST a RRR RIES RL REET 














February, 1946—ELECTRICAL WHOLESALING 








KLEINS 


choice of utilities 





The first pair of Klein Pliers ever 
made was designed for the Public 
Utility field. Since that time, serv- 
ing Utilities has been our major 
business. 

\ Today Mathias Klein and Sons 
produces a complete line of pliers 
| to cover every need of linemen 
and electrician. All have the extra 
stamina—the plus quality that 
electrical service demands. That is 
why Kleins are standard equip- 
with 





ment 





Public Utility Com- 
201 N. E, ¢ 


mons 


Klein's fa- 
"*streamlined”’ 
Side Cutting Plier. 
Made in four sizes, 
6, 7, 8 and 9 inches 


panies today as they were when 


the first wires were strung. 


Foreign Distributor: International Standard 





Electric Corp., New York 














This hook on the care 
and safe use of tools 
will be sent on request 








— 301 Klein Long Nose 
Plier. The long reac! 
of the jaws permit 
getting into difficul 
places. Made in 6 an 


7 inch sizes, 





242 Klein Oblique | 
Cutting Plier (heavy- 4 
duty pattern). A very 
useful fool that cuts 


close. Length 6 inches. 





 d 
KLEIN Shecage. 83.8 


3200 BELMONT AVENUE, CHICAGO 18, 








Established 1857 


ILLINOIS 
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DON G. been 
elected executive vice-president of 
Sylvania Electric Products, Inc., the 
company has announced. He joined 
Sylvania in 1942 as vice-president in 


charge of sales. 


MITCHELL has 





Big Construction Year 
Ahead For Utilities 


Capital expenditures by the electric 
utility 


total $895,000,000 during 1946, the highest 


industry for new construction wil 


outlay since 1930 when the 
$919,417,000, 


industry spent 

according to  [ELECcTRICAI 

WorLp in its annual statistical issue. 
Construction expenditures for 1946 are 


allocated as follows: steam plants, $287,- 


730,000; hydro plants, $25,491,000; trans- 
mission, $173,543,000; substations, $117,- 


951,000; general plant, $50,133,000 

Last vear the industry spent $408,929,000 
on new construction, as compared witl 
$340,284.000 in 1944, and witl 
in 1943 


Electric output for 1945 was 


$306.286,000 


222 billion 


kw.-hr., a drop of 3.6 pe t from 1944, 
ue to labor strikes ar ( ersion t 
peacetime operations It was reported 
that government plants generated 18.8 


percent of total production 

Net addition to generating capacity 
during 1945 was 1,500,000 kw., the smallest 
since 1941 Total 


the vear 


capacity at the end of 


was 50.000.000 kw... of which gov 


1 QO\ 
ernment, federal and local plants consti 
tuted 19.5 percent It was estimated that 
the utility industry will add 5,600,000 kw 
t new capacity during 194¢ 
ELECTRICAI Wor ) e] ted that 
te of growt the f customers 


receding vea \ tl larges Increase 
shown small lig ind power class d 
ating ma ew ¢ cial and pows 
( tria usinesses The reatest ite 
I! increase Was in the S&S l 
VS es 34,004 \ ’ cust 

Res aentia List rt elect ty iverart 
1225 kw rs It g the ir tan ay 
age cost of 3.42 cents per kw.-hr I] 


compares with REA use of 1,525 kw 
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n “© ~ 4 2 <4 ~ af 
t an average cost of 3.45 cents per kw.-hr 
> 


Revenue of the industry was up 2 
percent in 1945 to total $3.3 billion with 
he average annual bill of residential 
istomers totaling $41.90. Total expenses 
ere $2.5 billion, leaving operating reve 
ue of $800,000,000 

Refunding in 1945 was the heaviest 
nown in the industry Eight common 
tock issues were marketed during the 
ir, aS against one issue in 1944.) Only 
relatively small amount of new money 


oO 
ix 


as obtained through public offeri 
ond and preferred stock yields decreased 
The electric utility industry now em 
oys 225,000, an increase of approximately 


OOO over 1944. 


Asked To Conserve Stocks 
During Electrical Strikes 


lhe electrical industry was requested 


conserve its stocks available for sale 

warehouses and elsewhere during the 
strike of the three major producers 
cording to a news conference with Johr 
) Small, administrator of the CPA 

he request was made, he said, in ordei 


have adequate electrical equipment and 





naterials available for essential emergency 
requirements. The industry was asked to 


llow a program of voluntary rationing 





that no customer will 


f all deliveries s 
receive more than is needed for immediate 
: less: 
[he services of hospitals, transporta- Ale 
tion, public utilities, food processing, phar- 
maceutical and medical supply houses, 
police and fire departments, and _ other SIGN ILLUMINATION FROM BELOW 
ictivities affecting public health, welfare ali 
1 safety were indicated as the type of 


THE CLOSELITE... 


intenance parts are essential another original Goodrich develop- 


’ ] 7 . he 
eeds for which emergency repair and 


ment, provides uniform close-up illumi- 
nation of signs without reflected glare. 





This specially shaped reflector gives 
accurate light control, which produces 
a high intensity of illumination on the 
sign and increases legibility due to the 
complete elimination of reflected glare. 





Mounted closely beneath the sign, the 
Closelite does not appear in the field 





of vision to obscure any part of the Finished in permanent porcelain 
sign at normal view. enamel, the Closelite its com- 

In the complete Goodrich line, you'll pletely weatherproof. Lamp 
find hundreds of sizes and styles of burns in normal vertical post- 
reflectors to answer every need in tion, protected by resilient socket 
industrial and outdoor illumination. which prolongs lamp life. Ask 
Complete information on request. for full details. 


Sold Through Electrical Wholesalers 





THREE and a half years in the Navy 
are now behind Thomas J. Zieman, 


who has returned to Graybar, St. 
Louis, as a salesman. 4600 BELLE PLAINE AVENUE, CHICAGO 4I, ILLINOIS 
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I a ea ree 


Take a TWO-WAY LOOK 


Al THE 


Manarch 


r 














the MONARCH 
SUPPORTING 
BRIDGE 


Note how this Monarch 
construction prevents the fibre 

bar from coming in direct contact 
with the screw connecting renewal link 
to knife blade. This minimizes the charring 

of the fibre bar and positively prevents exces- 

sive overheating of knife blades. Note also large 
metal parts which dissipate heat. Result: dependable 


“af 7 
DrOTECTION, 
i / 






“Look No. 1” illustrates this construction in a 
lighter-duty Monarch knife-blade fuse and 
“Look No. 2” shows adaptation of this 


principle in a heavy-duty model. 

































Specyiy NManarch Fuses 
fot ty toved 


I USE rvice 


Yrenewanee] MONARCH FUSE CO., 


deagee 118 E. FIRST ST., JAMESTOWN, N.Y. 






~ - 
-_ —_—— 
fee = 
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| Model Store Lighting 


Shown In Chicago 


A model store designed by the Chicago 
Lighting Institute to promote better com- 
mercial lighting, was unveiled and dem- 
onstrated to the trade press and to a new 
radio and appliance dealers organization 
last month at the Edison Assembly Hall 
in Chicago. 

By the use of removable ceiling panels, 


eight different lighting installations can 














be demonstrated with the model which is 
built in two compartments on a scale of 
three inches to the foot. It represents a 
store interior 40 feet long, 20 feet wide, 
and 12 feet high. 

In the demonstration of the model store, 
which will be available to show to any 
group interested in modern store illumi 
nation, Carl W. Zersen, manager of the 
Institute, acted as commentator while his 
assistants changed the lighting arrange- 
nents. The presentation showed how a 
hypothetical store owner, through trial and 
experiment method, evolved an efficiently 
illuminated store from his old glare and 
shadow filled lighting arrangement. 

In the final stage, with glare, shary 
shadows and eyestrain’ eliminated, — the 
viewer sees a pleasant, well-lighted stor 
with shopping, holding and selling appeal 
he final touch is the turning on of spot 
lights over merchandise and in the win- 
dows for attention-getting effect. 

Edward D. Tillson, technical director 
of the Chicago Lighting Institute and 
illuminating engineer for the Common- 
wealth Edison Company, designed — th 


model. 


New Outside Salesmen 
At Pacific Wholesale 


The Pacific Wholesale Electric Com 
pany, San Diego, Calif., has announced the 
addition of two new outside salesmen. 

Frank E. Clycomb, an old timer in th 
wire business, at one time with Anaconda 
and later with General Cable, has beer 
taken on. The other new man is C. Hal 
Johnson, who is experienced as a whole 
salesman 


¢ 9 
Sailer s 
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‘Honest Distribution”’ 
Group Delays Meeting 


The meeting of the newly formed “Hon 
est Distribution” committee scheduled for 
Chicago for January 4th, was postponed 
intil a later date, it was announced by Paul 
Wolk, president of Bickford Bros. of 
Rochester and Buffalo, who is temporary 
president of the group. The organization 
of this committee was announced in New 
York a few weeks ago with its main pur- 
pose to combat so-called “back-door” sell- 
ing and other “evil” forms of distribution. 

Charter members of the committee in 
lude: W. Sydney Fisher, merchandise 
manager, Homefurnishings Division of 
McCurdy’s of Rochester, N. Y; J. E. Flo 
berg, Sibley, Lindsay & Curr Company of 
Rochester, N. Y.; E. F. Murphy, E. W. 
Edwards & Son of Rochester, N. Y.: R 
’roctor Electric 
Company of Philadelphia; Cy  Shobe, 


M. ¢ liver, vice-president, | 


Shobe, Inc. of Memphis, Tenn. ; and Thom- 
as Quigley, managing director of the 
Philadelphia Trade Relations Council. 
Mr. Wolk explained that a great many 
members and prospective members of the 


“Honest Distribution’ committee said the, 
could not make the trip to Chicago at that 
time. 




















JUB ANEAD 


...and we're equal to it! 











Each day we are shipping 
more for civilian use. 







































° 
cornish 
WIRE COMPANY, wc 


15 Park Row, 
New York City < 
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cally no maintenance cost whatever.” 


YOUR 


LABOR SAVINGS UP 
TO 50% WITHA 
GREENLEE BENDER 


\ oe 
hc 


REGISTERED TOO 


L$ 


SALES OPPORTUNITIES WITH 


Pipe Pushers * Knockout Punches and Cutters ¢ Radio Chassis 





GREENLEE 


THE GREENLEE 


¢ Bit Extensions * Draw Knives ¢« Chisels and Gouges 





Tell your customers of the specific LEE Hydraulic and Hand 
timesavings made possible with a Write for free Catalog 33E. 
GREENLEE Hydraulic Bender and see Greenlee Tool Co., Divi- 
them come to attention. For every con- sion of Greenlee Bros. & 
tractor now needs new equipment to Co., 1842 Columbia Ave., 
make manpower go farther, do more Rockford, Illinois U.S.A, 


Hydraulic Conduit, Pipe and Bus-Bar Benders « Steel and Copper Tube Benders 
Punches « 


Cable Pullers ¢ Spiral Screw Drivers * Automatic Push Drills »* Auger Bits 


And 





““Our three GREENLEE Hydraulic in the busy building era at hand 
Benders are great timesavers during Tell them about the easy portability 
these busy days,”’ reports Biggs and and quick set up of the GREENLE! 
Kirchner, Inc., electrical Contractors and its one-man operatl ntorspeedily 
of Washington, D. C making smooth, accurate bends in 

‘They provide labor savings as high pipe up to 412", rigid and thin-wai 
as 50° and they operate with practt conduit, tubing, bus-bars. 


Get complete sales facts on GREEN 


Benders. 





LINE 


¢ Hydraulic 


Joist Borers 
« Expansive 


Many More. 












L. R. Quinn To Retire 
-e From Conduit Companies 
> | ld = e * hb 
Here Ss a so ering iron wit eee In a letter to the editor of E\.EcTRICcAI 


WHOLESALING, Lawrence R. Quinn, know: 













to his many friends throughout the elec 






trical and allied wholesaling tields as the 





“major,” announces that he is_ retiring 





“early this year” from active duty with 





the Enameled Metals Company 


Mr. Quinn entered the conduit manufac 







turing industry in 1919, after having had 
from the Amer 






— 
extended leave of absence 






ican Can ( ompany to serve his country 
in World War I—his title of “major’ 
being fully earned at the battle front. 

















Mr. Quinn has wished to retire since 
1940, but he stayed on through the war 






years and then was prevailed on to re- 





main temporarily following the death oi 


KW t 4 fal EA T 76 John S. Patterson, president of .Enameled 
‘ Metals, in 1944, 
BUILT-IN 

















It was during the rst war that Mr 
Quinn met Mr. Patterson The latte: 
asked Mr. Quinn to go to Pittsburg] 






after the war as vice president of Enam 
eled Metals. The company at that time 


owned the Pittsburgh Can Company whicl 







Mr. Quinn was instrumental in selling 






to the National Can Company in 1936 










For many years Mr. Quinn was either 





HEATS IN ONLY 90 SECONDS chairman or director of the Rigid Steel 
MAINTAINS PROPER HEAT 


CAN'T OVERHEAT 


* 








a. 






~ 






















iy * LESS RETINNING NEEDED ,- 

z * TIPS LAST LONGER The Kwikheat Soldering Iron FOR 

§ * COOL, SAFE HANDLE me has ample reserve power for INFRA- -RED 
* LIGHT WEIGHT your soldering jobs—225 watts 






INSTALLATION . .- 
NALCO incencec> LAMPS 


held in check by a thermostat 














built right into the iron* —main- 
taining ideal temperature for perfect 





soldering—preventing overheating 










(which causes deterioration in other 






irons)—prolonging life of tips and elimi- 
nating the need for constant retinning. Be- 





sides these big advantages, the Kwikheat Iron 











is hot, ready to use only 90 seconds after plug- 










for MODERN DRYING-BAKING-DEHYDRATING 


Nalco Dritherm Infra-Red 
canes offer the flexib! 


ging in. It is extremely light (14 ounces), well- 






balanced, and has a safe, cool handle. No wonder 







Kwikheat is a sensation wherever it is used. You will 
want to stock this “hot” item. With one tip — $11.00, list. 


6 INTERCHANGEABLE TIP STYLES 


$1.25 $1.75 $1.25 





installation for peedy 
clean, low cost, controlle 
radiant heating energy 
Compact and easily ir 
stalled—in pairs, grouy 
or banks Lamps avail 
able ir inside-silvered 
self-reflector or clear glas 



















types 











Nationally advertised 








VANATTA 


PORTABLE UNIT 
ompact Nalco 5 
amp portable, ad 
istable unit 
















Send for your free copy of ‘“Drying Prob 
lems Made Easy.”’ 


NORTH AMERICAN 
Electric Lamp Co 


1034 Tyler St., St. Louis 6, Mo. 







fa 
THERMOSTATIC SOLDERING IRON 


Division of 


Sound Equipment Corp. of Calif.e 3903 San Fernando Rd., Glendale 4, Calif. 
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Conduit Association until that organization 
was disbanded. He will remain a director 
f Enameled Metals Company and will 
maintain his interest in the company, but 
} an advisory capacity) 

In announcing his proposed retirement 


the “major” stated: “I certainly have en- 





J¢ 26 years in the electrical busi I/ 
ness as I feel | have met, known and 
made a lot of friends and it will be very 
hard tor me not to see those friends at 
the frequent intervals that 1 have in the 8 Eq O A 
ist 


New Building For 
Arkansas Wholesaler 


Gunn Distributing Company, Inc., Littl 
Rock, Ark., wholesalers of appliances and 
Hox products, started t year by 

iking up headquart 1 s new 

of building I OO | iN I im oS 

In n advertise ent Little Loch 
ewspape Mi Lol » ( president 
B. Grinnell, vice-pre ind ma 

er ind A. S. Groon ecretal ea 
irer, announced the change t headquar- 
ters, and emphasized the company’s exclu 


sive wholesale poli \ 


MEET R.E.A. REQUIREMENTS 
and DO A BETTER JOB on 
FARM WIRING! . . . 


o aL — ~ 
| 
ty 


ors im —s “Seoes 
@ Safe wiring is a MUST tor ee poene alll MEI 


consumers served under the Rural 
Electrification Administration! The — be used with knob and tube and non- 
new R.E.A.“Specifications for Wiring” metallic sheathed cable wiring. 






HEAVY DUTY 


TAP CONNECTOR 


For Copper Tubing, 
Round Bar, and Cable 


4 



























point the way to safety with approved Whether it’s farm or city electrical 
materials and methods...giving an work—stock PORCELAIN, it offers 
O.K. to the PORCELAIN way! unbeatable time-proven advantages 

Porcelain Outlet Boxes and Porce- for safe, durable, economical wiring. 
lain Protected Wiring best serve the Ask your Electrical Inspector about 
requirements of R.E.A., which stipu- non-metallic wiring with Porcelain 


Pipe and bar contacts are precision ground for 
maximum contact. Cable contacts are rough 
for maximum gripping and contact. Connector 
body of electrical bronze. Oval shank Everdur 
bolts are used for clamping. Require only one 
wrench to tighten, and guaranteed against 
season cracking. 


late that non-metallic outlet boxes shall for safety. Write for wiring manual. 









Catalog 
Vo. 4-€, 


VOuUTS 





Solderless 
Connectors 


for the 


— 3 RODUCTS, 
FRANKEL CONNECTOR CO. FINDLAY, OHIO 


25 Vestry Street @ New York 13, N.Y. | 
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FOR OFFICE 
SIGNALING SYSTEMS 


AUTH (3 all you need 


If you want to put in an office signaling system you can be 
proud of—one that will eliminate a lot of petty annoyances 
both for yourself and your customer—your best bet is the 


Auth line. 


You'll like the fact that all the dependable devices you 
need—annunciators, buzzers, push buttons, intercom 
phones, paging systems, program clocks, etc. — can be 
found in one Auth binder. 















Your customer will like the way Auth equipment serves 
him— handy, attractive push buttons — beautifully toned 
audible signals that (if properly selected) are neither too 
loud nor too soft—telephone systems that save him time 
in every way—and annunciators that eliminate all possi- 
bility of confusion. 


AUTH co 5 cays better 


1. ELECTRICAL ENDURANCE—Auth bells, buzzers, annunciators, 
intercom phones and other signaling devices are as electrically 
age-proof as it is possible to make them. 








2. MECHANICAL ‘“‘GUTS’’—There’'s severe mechanical usage with 
most signaling devices, and Auth devices are built to take it. 


3. BEAUTY OF TONE AND APPEARANCE—an important factor 


in systems that are in constant use. 









4. EASY TO INSTALL—Convenient mounting screws—covers easy 
to remove—plenty of room around terminals. 


5. ENGINEERING SERVICE. Experienced Auth engineers will be 
glad to suggest equipment and layouts for your signaling systems 
jobs. Talk it over with our representative nearest you. 












AUTH ELECTRICAL SPECIALTY COMPANY, INC. 


422 EAST 53rd STREET NEW YORK 22,N. Y. 


Offices in Principal Cities 












| Trumbull Names Smith 





ELECTRICAL WHOLESALING 


To New Sales Post 


Howard S. Smith has been named sales 
supervisor of farm and residential products 
for the Trumbull Electric Manufacturing 
Company of Plainville, Conn. 

Mr. Smith has been active in the devel 
opment and promotion of electric farm 
production equipment and is well-known 
in the poultry field for his work with 
hatchery men on drinking water warmers 
for chickens, brooders and _ bactericidal 


lamps. 


Elected To Post 
At Buffalo Wholesaler’s 


Lee Wells has been appointed vice pres 
ident of Western Merchandise Distribu 
tors, Inc., Buffalo, N. Y., wholesalers o} 
radios and appliances, according to an- 
nouncement by E. B. Ingraham, president 
of the firm. 

Mr. Wells came to Buffalo five years 
ago as manager of the firm. Before that 
he was with the merchandise department 
of Westinghouse Electric Corporation in 


New York. 



















Handles Heavy Reels Quickly 
... Safely . . . Economically 


Saves time and money in the plant, 
warehouse or on the job. 
Roll-A-Reel is the ideal way to 
reel or unreel wire, cable, or rope 
and does an easier, better job in 
every way. 

In two sizes... 2000 Ibs. capac- 
ity —$37.50 and 4000 Ibs. capac- 
ity — $75.00 F.O.B. Cincinnati. 


Send for descriptive pamphlet. 


ROLL-A-REEL 


327 WEST FOURTH STREET 
CINCINNATI 2, OHIO 
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Appliance Manufacturer 


Attacks OPA Policy | $ S 44 
| a . -@. & 
Speaking at a luncheon meeting of the | 10a aes 

\merican Marketing Association in New | e 
York City recently, William J. Cashman, | 


ae 


hear 
ey 
” 
+ 


at 
Shy 


Z 
director of promotion and publicity at 


gt% Ty 
| : 4 ¥ w ~ 
Landers, Frary & Clark, New Britain, a C re de . 
Connecticut, charged the Office of Price ‘e 
Administration with laying a foundation SS Ree HERE LIFTS IT 
for an industrial depression by creating 
a consumer psychology of “saving with 
fear” instead of “buying with confidence.” 
Mr. Cashman spoke chiefly on the prob- 
lems of merchandising of mechanical ap- 
pliances. He asserted that labor and 






A TOUCH HERE AND 
IT'S READY TO IRON 


nad 


Ry 


pricing difficulties were greatly handicap 
ping the appliance industry and interfering 
with a return to normal competitive con- 
litions and was laying the foundation for 

major business depression by imposing 
pricing policies which impede production. 
He deprecated over optimistic estimates 
of the demand for new appliances. The 
demand for radios, he said, “can be met 
within six to nine months after production 





reaches full scale and major appliances 


— 


can be filled within two years ; "i 
“ft > - r 4 ral he - ve) ~te¢e > & 
Eventually the = will be a competitive STANDS ON ITS OWN LEGS © Po 
cat-and-dog fight in the appliance field n ap 
that will hit the industry right in the eye.” | meme —/ 
Mr. Cashman said, “While the demand | 


| Back soon—the famous NEVER-LIFT with exclusive 
features —proven popularity —national promotion. 








Now in production, the famous Dreadnaught Heating Unit. 

Proctor Never-Lift will soon be The Never-Lift is outstandingly 

on the way to you. It’s the iron distinctive on your shelves— 

ELECTRICAL ~ with the most exclusive features easily recognized —a top quality, 

SPECIALTIES h M — ‘Push Button Ironing’ —“‘Even top profit iron. It’s coming soon 

FOR HEAVY — Heat” plus these other Proctor with a powerful coordinated pro- 

INDUSTRIAL SERVICE Firsts... Fabric Dial, Speed Selec- gram of national advertising and 
tor and the all-around Proctor promotion. 


~ FROM STOCK 





AVAILABLE NOW! 


These fine appliances are being shipped to distributors as fast 
as we can make them! Order from your distributor today. 


PROCTOR CHAMPION PROCTOR SILENT AU- 
SPEED IRON. “Even ?. TOMATIC TOASTER. 
Heat” over en- ¢ 4 Handsomely de- 





tire ironing sur- signed ... auto- 
face means fast- matically makes 
er, easier, better toast evenly 
work. Fabric browned to 
Dial. your taste. 


Write for a complete selection of 
RUSGREEN bulletins | 


ENDULATORS (POTHEADS) ALL SIZES » ALL AVY SEV TV. ee AUN 


SHAPES * ALL VOLTAGES © ALL TYPES 
* BUS SUPPORTS * SPLICING KITS AND 
_ MATERIALS * INSULATING COMPOUNDS 








: xk * | 
-RUSGREEN MFG. CO. AUTOMATIC ELECTRIC APPLIANCES 


Debian | PROCTOR ELECTRIC COMPANY, PHILADELPHIA 40, PENNSYLVANIA 
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A SWEETHEART FOR PROFITS) 


HOLDENLInNE 
CHAN’L-RUN 






















Re 






Alert electrical contractors need no Valentine to remind them that 
HOLDENLINE CHAN’L-RUN is a sweetheart for profits the year 
around. For HOLDENLINE CHAN’L-RUN is a contractor’s dream, 
planned for speed and ease of installation, built for a minimum of 







servicing. 

It’s natural for the customer to specify HOLDENLINE CHAN’L- 
RUN, too, for experienced engineering has built into these fixtures 
exceptional strength and durability, extreme flexibility, simplicity 








and beauty. 





And the contractor knows he’s chosen right when he finds how 
quickly and easily HOLDENLINE CHAN’L-RUN is converted into 
continuous run. Standard units adapt themselves to every job—no 








odd lengths to stock. 
Four features highlight HOLDENLINE CHAN’L-RUN, each an ad- 
vantage that has aided industry to better, faster production with 


less waste and fewer errors. 









1. High lighting efficiency. Reflectors photometrically designed. 

2. No lamp or socket breakage. Sockets mounted on welded steel plates. 
3. Ample wire freeway permits easy conversion. 
4. No dark areas between lamps 

on 244” centers with CS S-80. ©) 








You'll Welcome the 
New HOLDENLINE Units. 
They're on the Way! 


Now being carefully pre- 
tested are new fixture de- 
signs soon to be released. 
They'll be worthy addi- 
tions to the soundly en- 
gineered line that estab- 
lished HOLDENLINE as 
a pioneer in fluorescent. 
Watch for them. 





















Your Wholesaler Will Supply Bulletin B-45 or write direct 


HOLDENune company 


Pioneers in Fluorescent 


1960 EAST 57TH STREET ° CLEVELAND 3, OHIO 






















ELECTRICAL WHOLESALING 


may rise 30% over the 1940-41 average 


in the first year of postwar production, 
competition will increase at a far faster 
pace. There will be many more retailers 
and manutacturers in the field, stressing 
the need for better merchandising by the 
retailer and selective distribution by the 


brand name manufacturer.” 


° 
Canadian Wholesaler 
Plans New Warehouse 

Announcement of plans for the erectior 
of a new warehouse costing $40,000 ha 
been made by R. K. Clark, manager cf the 
Saskatoon branch of the Canadian Gen 
eral Electric Company. 

The company has bought four lots with 
100 feet frontage as a site for the new 
building. Work on the building will start 
as soon as materials are available, Mr 
Clark said 

The warehouse is intended to meet the 
demands of increased business in electrical 
apparatus and appliances. With a_ floor 
space of about 7,500 square feet, it will 
house stock motors, transformers, power! 
Louse equipment, and all types of Genera 
Electric household and business electrical 


appliances 





















[VULCAN 


VULCAN 

















ELECTRIC SOLDERING 
TOOL 





for delicate soldering tasks, 
especially where there is little 
clearance or cramped space. 

Particularly useful for meters, 


electrical instruments, small 
radios and similar articles. 


STANDARD % INCH 
ALSO AVAILABLE IN 3/16” 


VULCAN ELECTRIC CO. 


Danvers 9, Mass. 


Electric So'dering Tools 
Electric Solder Pots 
Electric Heating Units 
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$60,000 Warehouse 
) é y J — 
Planned By Wholesaler FULLMAN 
O'Bannon Brothers and the Refrigera 
1 and Electrical Supply Company, Lit 
Rock, Ark., have announced plans tor 
SO0.0000 w irel use and s les headquat Pp R oO D U Cc i % 
rs at 1300 East Sixth Street, that city 
rding  t announcement 1) \ A 
Y Panne: The building, for which the 
mit has been Issue 1, will be ot One — FLOOR 1O). 455 ae 
masonry mstruction, 140 by 152 
et. providing a loading dock 10 by 120 45-5 
et . 
Bannon brothers are agents tor Gen Latrobe Products Will Help 
al Electric products Refrigeration and ° 
lcttleal Supply Congas, operated ty Get Things Done 
il H. Miller and Julian Simpson, dis The time factor is cut to a minimum when Latrobe specialties are 
ite construction materials, refrigera used. They are easily and quickly installed, absolutely trustworthy 
and electrical supplies and may be depended upon for long service. 





Claude Neon Acquires 
Reeve-Ely Laboratories 





1 ‘ ' ' | A’ \ | 
Claude Neon Lights, | New York, | 
| 
i i ced t] CYl ( IN¢ 
Lab t 1¢ In \¢ \ in 
ie latter's su liaries, An can Trans 
former Co., the Waring Products Corp., 
idson-American Corp., and the Winsted NO. 470 “LATROBE” 
es - i NO. 208 NOZZLE 
Hardware Manufacturing Company HANGER 
irdwart pany PIPE OR CONDUIT GE WITH NO. 200 COVER PLATE 
Convenient and safe for hanging pipe or con- ; , : = : 
duit '2”, 34” and I” to steel beams up to 3%” Here is a superior ten amp. 250 volt recep- 
thick. Holds with firm grip tacle in brass housing, '2 in. brass extension, 





Wanted. 


STANDARD ELECTRICAL 
APPLIANCES & PRODUCTS 
FOR EXPORT 
ALL TYPES 


Exporting your merchandise is 
advantageous to you; it offers a 
regular outlet for your accumula- 
tions both now and in the future. 





“BULL DOG” INSULATOR SUPPORT NO. 480 “BULL DOG” 
Establish yourself now in the for- ATTACHED TO “B & D” CLEAT ARMORED CABLE SUPPORT 
eign markets. If you wait until The cleat attachment consists of cross bar Nothing more convenient for installing Arm- 
the domestic demand for your pa gene Boer i elaine pare eh caeabendinn,” Pesae salts up Gant oe 
products has been satiated, manu- oF Glase insulators to exposed steel frame any angle 


facturers of other countries will 
have established themselves in 
markets you can control now. 


Declare yourself in on the de- 
mands of the world market now 
by allocating a portion of your 
present production for export. 





We pay for the merchandise here 
—you will face none of the tech- 








nicalities of foreign shipping. NO. 130 FLOOR BOX 

: P EYSTONE FISH Wi 

Send us samples, full technical Will GS. 207 Cok ee vrai — ; 
re ices ;: we nite Tapered unit receptacle fits tapered opening Made of the finest grade of flat steel wire. 

data, prices and delivery dates. | in po im ‘ Ten sizes in coils from 100 ft. up. 


ong ea ec sat aa ee ee ee a tee 


“iors ¢ cours | REUSE aes 


122 So. Michigan Ave.—Dept. F 


Chicago, Il LATROBE . . . PENNSYLVANIA 
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FOR FOOL-PROOF SAFETY EVERY TIME 
IN CUTTING MOTORS FROM THE LINE, 
THIS FEDERAL RELAY DOES THE TRICK 


WITH THOSE WHO KNOW— 
IT’S BOUND TO CLICK! 


FEDERAL 
OVERLOAD RELAYS 


STANDARD EQUIPMENT ON 


DESIGNED FOR 
AUTOMATIC OR 
MANUAL RESET 


MAGNETIC 
MOTOR STARTERS 


Wherever overload protection is 
needed . . . whether on new or 
existing installations . . . Federal’s 
Overload Relays will provide the 


Diagram shown above 
illustrates Plunger 
(arrow) set for 
“automatic’’ reset. 


“plus-margin” of dependability gen- 
erally associated with Federal prod- 
ucts. Naturally, these relays are built 
into Federal Noark Magnetic Starters 
... but remember, too, that they’re 
available for your special appli- 
cations. Federal Overload Relays 
provide conveniently located load 
and control circuit terminals, often 
making additional terminal blocks 
unnecessary. 


Plunger is set 
for ‘‘hand”’ reset 
in above diagram. 


i 
i 
t 
; 
f 
i 
i 
i 
i 
t 
i 
i 
i 
t 
t 
i 
' 
i 

J 


a a 


FEDERAL ELECTRIC PRODUCTS COMPANY, INC. 


EXECUTIVE OFFICES: 50 PARIS ST., NEWARK 5, WN. J. - PLANTS: HARTFORD, CONN. - NEWARK, WN. J. 


Judges"Announced For 
Wiremold Contest 


Four men, well known in the electrical 
industry, have been secured by the Wire- 
mold Company, Hartford, Conn., to serve 
as judges of material submitted in that 
company’s “How-To-Do-It” contest. 

These men are: Lawrence W. Davis 
general manager of the National Electrica] 
Contractors Association; S. J. O’Brier 
president, Electrical and Gas Associati: 
of New York; Victor H. Tousley, ele 
trical field engineer, National Fire Pri 
tection Association; and O. Fred. Rost 
editor and publisher of ELEcrricaL W Ho! 
SALING magazine 

The contest, which is open to all elec 
trical contractors and electrical maintena 
men, calls for layout data, photograpl 
sketches and detailed description of a1 
Wiremold installation, large or small, 
any type of building. The contest 


March 31, 1946. 


Brown Promoted 
On Pacific Coast 
J. J. Moffatt, Pacific Coast manager < 


the Westinghouse Electric Appliance Di 
vision, has announced the appointment « 


INCANDESCENT FLUORESCENT 
LAMPS 


CARTRIDGE FLASHLIGHT 
FUSES BATTERIES 


SOLAR ELECTRIC 
CORPORATION 


WARREN, PENNSYLVANIA 
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R. E. Brown as Pacific Coast supervisor 
f domestic refrigerators and home freez- 
rs. He will be responsible for promotion 
and sales for the entire Pacific Coast area. 
Mr. Brown is a graduate of the Uni- 
versity of Utah, 1930, and for a time was 
-onnected with the advertising sales de- 
irtment of the Salt Lake Tribune. Prior 
) joining Westinghouse he was associated 
vith Frigidaire for 5 years as sales man- 
ager in the Portland, Ore., district, and for 
: 


years as sales engineer with General 
Electric in the Spokane, Wash., area. For 
the last 3 years he has been acting as 
field supervisor for the Moore Drydock 
Co., in Oakland, Calif. 


New Executives At 
American Transformer 


In changes in executive personnel an- 
nounced recently by the American Trans- 
former Company, Newark, N. J., Walter 
Garlick, Jr., has been made vice-president 
to be in charge of sales and related activi- 
ties. 

At the same time, A. A. Emlen has 
been elected vice president in charge of en- 
gineering, and W. R. Smith will be works 
manager relieving Mr. Emlen of all super- 
vision and responsibility in connection with 
factory operations. 


Insulating and Cable- Pulling 


UMPUUNDS 


of Record-Breaking Performance 


~~ 


Minerallac gives you a complete assortment for every 
need: dense, viscous and fluid consistencies for high and 
low voltages in cable-joints, pot-heads, terminal bills, 
distribution cables, street lighting, telephone work. 
-.» Insoluble in oil or water, for all temperatures. 
Clean, safe, economical — outranks all others in quality. 


Send for new literature and prices. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street—Chicago 7, Illinois 


WINERALLAC 













Now supplied 
with shipping 
crate that can be 
used as plenum 
chamber for econom- 
ical attic installation. 


That’s the name for the Johnson  belt-driven 
propeller fan shown above. It’s big and its lusty . . . it has 


an appetite for work and no job is too tough to handle. 


Displacing air at a rate of 4,500 to 25,000 cubic 
feet per minute (depending on size) it is capable of 
giving proper ventilation to small or large residences, 
offices, restaurants, factories, class rooms, garages. 


warehouses or any of a hundred different places. 


The new 1946 model is now ready for delivery... 
size range from 24 inches to 54 inches. Order today 


... and save delay. 


Johnson Fan & Blower Corp. 


1319 West Lake Street Chicage 7, Illinois 
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Vacuum Cleaner Group 
Elects New Officers 


‘ ] 
omeers anc 


leaner Manutacturet 


recentls 


itions, 


With the Line of Inter-Com That agg Asser 
“Has Everything” 














Talk-A-Phone, the world’s most advanced and com- 

plete line of inter-communication, is out in front ; 

to stay. There'll be no lag in leadership. activities, sen committe 
Made by the largest exclusive manufacturer of inter- ation, industrial 
com, Talk-A-Phone is a product of intensive spe- 
cilalization ... of specialized skill and know-how. 
Specially trained electronic engineers, constantly 
at work on new developments, aiming every effort 
toward an ever higher standard of excellence are 
first with the Jatest improvements. 


matters 


A rigid policy protects distrib- 
utors’ sales rights. Send for de- 
tails and catalog listing a unit 
for every inter-com require- 
ment. Be sitting on top of the 
world for years to come with 
inter-com that “Has Every- 
thing”. 


Talk-A-Phone Mfg. Co. 


1512 So. Pulaski Rd. Chicago 423, 





Easy to Sell 


TRICO Electrical and Lubricating Devices, and now the 
NEW TRICO Leakproof Air Gun, are preferred by plant 
engineers and electricians, contractors, utilities, architects, 


etc. 


They're easy to sell because you bring your cus- G E D N E y 


tomers these positive benefits: 
4 ed GEDNEY FITTINGS... FIT! 
|—Top efficiency Se 
2—Lower maintenance costs - F | T i I N G 5 
3—Rugged durability 


4—Variety of maintenance items from 
a single, reliable source of supply. 


Back of you at all times are TRICO'S 
resources—advanced engineering ideas 

certified quality—national advertising 
to give you a definite edge on competi- 
tion. Strict "Thru the Wholesaler" policy 
protects your profits. 


STOCK and SELL nidioeillies GEDNEY Conduit Bodies and Fittings are 


~ available for every wiring need. Complete 
. lines of both threaded and threadless fittings 
ore included. All are carefully finished, pro- 
tectively packed in metal-edge cartons, 
clearly marked for time sav- 

ing on the job, GEDNEY 

fittings are Underwriters xX 
Laboratories opproved. 

Write for catalog. 


REG. U.S. PAT. OFF. 


“PREFERRED FOR QUALITY’’ 


TRICO FUSE MFG. CO. 
MILWAUKEE 12, WISCONSIN 


GEDNEY ELECTRIC 
COMPANY 


RKO BLOG, RADIO CITY, NEW YORK, N.Y 
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r-way Electric Appliance Corporation, 
oledo, Ohio; and H. W. Burritt, presi- 
nt, Eureka Vacuum Cleaner Co., De 
t, Mich. 








“INSIDE” 
INFORMATION ABOUT 


ROYAL-NOARK 





To Manage Wesco’s 
Northern District 











\ppointment of Ralph | Lovdal as 
unager of the Northern District of the ct \\ 
stinghouse Electric Supply Company 7 | cr 
headquarters at Milwaukee, Wiscon ——— 
I } announced by David M 
Isbury, vice-president and general mat 
Lovdal ( I | \ 
i been transferred » JK : t 
i € t! | Ls | 
I 1 Superior, W M I l 
i ma the t 
and supply manag tor the P ee 
Milwaukee branch In his new post. he ~ _ xe 
will direct sales administration and gen 7 
eral service facilities in tl Norther Me NEW 
District, which includes branch offices at | T ae 
Madison, Wis., St. Paul, Minneapolis and | 
Duluth, Minn, Green Ba Wis and | 
in i ROYAL-NOARK /Zox-RENEWABLE FUSES 
Mir Lovdal is vice-pre ent f tl 
ARE 9 WAYS BETTER...ON THE : 
5 


aaa ho 





FOR 


IMMEDIATE 
SHIPMENT 


JACKSON 


WEATHERPROOF SOCKETS "a, eo 
Now made in Aluminum ] “Grid” link replaces multiple 
They stay cooler... give links 


- Cross-bar anchors link and 
greater protection to 2 blade 


Vv i t a | e q U i p m e n t 1 3 Flow-solder contact merges 


link and blade into one ele- 


ment 
WRITE TODAY FOR NEW CATALOG 4 Stud riveted into cross-bar 


locks all parts into single, firm 





unit 


@ Tapped for !/2" conduit. 


@ Will fit any fixture with 2!/," 
holder. 


5 Rigid girder assembly cannot 


turn, twist, or loosen 


@ Sold only thru Electrical 
W holesalers. 
eS * oe WIRE + CORD SETS * CARTRIDGE and 


Equipment. 


PLUG FUSES * FUSTATS * TROUBLE 


JACKSON LIGHTS * CHRISTMAS LIGHTING SETS 
rename anlianag nian! ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. I. 


900-910 W. Van Buren St., Chicago 7, Ill. 
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Scientific Hiring Program 
Conducted Through NEWA 


A new high in personnel efficiency 
all job categories throughout the entire 
field of electrical distribution will be 
realized as a result of the operation oi 
a scientitic hiring program to be conducte: 
through the National Electrical Whole 
salers Association, according to Charles G 
Pyle, managing director of the Association 

Complete hiring procedures, including 
aptitude testing, will soon be established 
for both N.E.W.A. member companies 


tures is a screw driver plus a : : ; 
P and their dealers with a view to helping 


* , ; : 2 
them obtain the right people for the right 
WD as AUN Qa jobs and, in some instances, to reassigi 


present employees in order to take greater 
Just connect wires, screw to outlet box and | advantage of their abilities and aptitudes 


It is pointed out that once scientific per 


the job’s done—in a few minutes! 
sonnel selection has been achieved, an 
Self-grounding —2-wire cord and plug may be sited : 
| is a continuing procedure, substantial say 
used. Fits standard 4” or 314” outlet box or a 
,; , ; el ; ings in turnover and in training costs ar 
slaster ring. Complete with receptacle, = 
I : & I wise pee $ P 50 YS automatically effected. 
two 5-foot chains, “S” hooks and cord — = ; 
; Nothi b The national plan was developed unde: 
clips. INothing else to Duy. Each List . : ' a a " ; a 
. Q the direction of the N.E.W.A. Publicity, 
Day-Brite Lighting, Inc., 5405 Bulwer Ave., St. Louis 7 


. Sales Promotion and Sales Training Con 
Mo. Nationally distributed through leading electrical SSI mittee The Associati has retained tl 
t i ASS lz Ol as *t? er hve 


supply houses. *Patent No. D-141024 
Others pending 7 , . : . 
Underwriters approved. - pare the program material Grading 


Personnel Institute, Inc, Chicago, to pr 


: | the Spe cial selector tests can be handle 
| within 24 hours because of the location 
that company’s offices at New York, Cl 
cago and Los Angeles. 


lhe national program, Mr. Pyle stat 





will comprise two complete hiring proce 

dures—-one for electrical wholesalers, th 

other for retailers For members of 

N.E.W.A. the hiring procedure will con 
sist of the following: 

1. A printed manual which will cove: 

suggest | completely all of the various steps ji 

| scientific selection. It will deal with typi 

cal job description, typical man specifica 

tion, recruiting methods, use of the pri 

liminary interview, interpretation of pet 

sonal histories, reference checking, admin 

You can count on complete customer satisfac- S ) L ) . & | N G | istering and interpreting tests and how to 

tion from DRAKE Soldering Irons. Backed by | upgrade and develop the 


25 years of soldering iron manufacturing ex- IR 6) N S A N Y) organization. 
perience DRAKE Soldering Irons have built ? 


2. Fifty preliminary interview forms 


present sale 


a reputation for quality that makes them dis- 


tor the specific purpose of screening out 
tinctly preferred by fast-producing American SOLDER POTS | all applicants who do not meet the mini 


industry. mum qualifications. They are weight 


and instructions for their use will be 
the manual. 

3. Thirty-five personal history inver 
tories. 


Drake Has An << 4. Twenty diagnostic interviews—for 
Iron for Every Purpose ‘ use on the second interview. Here, to 


the manual will instruct on scoring at 
Write for Illustrated Literatur interpretation of results. 


on the Drake Soldering Line > ~-4 5. Five comprehensive batteries, ea 


‘ontaining a registration sheet, test 


J mental ability, test on vocabulary, on sal 
v aptitude, personality and social intelligenc: 
; fs Similarly the complete hiring procedu 


package for retailers will contain a man 


3656 INee) ay AVE 4 CHICAGO 13, ILL. al, 25 preliminary interview forms, 


personal history inventories, 10 diagnost 
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the PLAN Behind The PRODUCTS 








PROTECTED Profits! 
Aggressive PROMOTION! 
Distinguished DESIGN! 





the NAME WOMEN KNOW! 


Liven housewares sales with this cone 





F256 1 ek 
] } sumer-accepted ‘best seller”! Fair-traded 
ik: i ae’ a for FULL profits, backed by potent 
advertising in leading magazines, made 
with PYREX brand glass—and priced 
LOW to sell QUICKLY. 













— ew? =~ 
WIN A CLASS BY ITSELF! FREE! 
VAJOR FACTOR in the wholesaling y Ss), > purcu CLOTNEESS DISPENSER 
Ling _- FILTER 

business of John M. Blair, top, sales wie a. rere eas STOPS the 

manager of Tarr, McComb & Ware hsaggen ecient aad -p- Mog prospect; 

Commercial Co., Kingman, Ariz., is out; no cloth or paper; virtu- FELLS the 

electrical equipment and supplies for 50¢ ally unbreakable; fite ALL MAKES the 
° ° / \ standard makes. It’s R-E-D) the 

the mines in that area. Lower photo Liste & HOT! sale! 

is the electrical city counter and gen- 


\ 1 
ss ee : VACULATOR - CHICAGO 6, U.S.A. 
eral offices on the principal business mm 


street, 


<= aus  "*COLOVOLT COLD CATHODE 


batteries The last named will include a 


esration sheet T2-minate seal ai INDUSTRIAL FIXTURES 


st, personality test and a test on 





ee &e@ 8s 3 











aptitude 
Robert C. Hill, director of the Appliance 
on of N.E.W.A., assisted the Com 


ittee in the development of the general LOW VOLTAGE 


plan for a hiring program and supervised 


ganization of materials and pro 


George F. Kindley, Edgar Morris Sales 
is chairman of the N.E.W.A. Pub 
Sales Promotion and Sales Training 
mittee, and L. P. Kefgen, Northern 
Supply Co., is chairman of a Sub-Com 
nittee appointed to deal specifically with 8 feetlong - all steel 


the hiring program activity. Members of 





Mr. Kefgen’s Sub-Committee are: 





K. B. Hopkins, Graybar Electric Co., Here is the new Colovolt industrial cept for failure due to breakage are 
P. D. Karsten, The Plymouth Elec- fixture, one of a complete line of in- extra advantages of the Colovolt Cold 
tric Company; C. E. Mason, Novelty Elec dustrial and commercial “packaged” Cathode low voltage fluorescent 
tic Co.: H. D. Roseth, Co-Op Electric units. Equipped with the standard 93” lamp. The long life expectancy of 
Secle Ca: and 21.0. Seah. Tha ted Colovolt 10,000 hour lamp, Colovolt Colovolt lamps may be realized even 
more fixtures may be used singly or incon- when constantly turned on and off, 
Supply Co. tinuous line lighting in multiples and pre-scheduled re-lamping, with 
iddition to those already named the of 8 feet. Instantaneous starting, no no Joss of production or time, is now 

Committee, headed by Mr. Kindley, flickering, guaranteed for 1 year ex- possible with Colovolt installations. 
, S: *Trade mark regis- Contact your electrical wholesaler or job- 
\. F. Gould, Central Electric Supply G0 tered U.S. Pat. Of. ber, or write us for full details and prices. 

S. Roskin, Roskin Distributors, Inc litaennsetns 


VG. Steltz, Supplee-Biddle Co; ant | fi ————A/'1 1) ae LOD ad bee ban 


\ h Ullman, Northeastern Distributors 
: Iman, Northeastern Dist , 648 S. FEDERAL STREET CHICAGO 5, ILLINOIS 
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One of 10 TYPES oF 


TERMINAL 
BLOCKS 


Burxz provides a com- 
plete range of styles and 
sizes of Terminal Blocks 
to speed the connection 
of wires at Panel, Switch- 
board or Control Box. 
















orsADd 
SERIES 1000 is the most compact style 
of terminal block with 750 Volt and 30 
Amp maximum capacity available for 
4, 6, 8, or 12 wires to handle #8 solid 
to #18 and smaller wire sizes. This and 
9 other types are illustrated and de- 
scribed in new catalog and price list. 


Write for new Booklet 
1062 West 12th St. 


AC AND DC MOTORS AND GENERATORS 


BURKE Yexminal BLOCKS 


BURKE ELECTRIC COMPANY * ERIE, PENNSYLVANIA 








Insist on 


“ADVANCE” BALLASTS 










——. oo woe eA ON on 2 
—— ‘ 
avo 10 DVANCES 


Ss. eke 


“ADVANCE” BALLASTS EXCEL 
IN QUIET OPERATION, high efficiency 
performance, low replacement cost and long life.. They permit 
easy installation in fixtures where only a limited space is 
allowed for ballasts. Designed by expert lighting engineers 
and approved by Underwriters Laboratories, “Advance” bal- 
lasts are the answer to all fluorescent lighting problems. 
LARGE MANUFACTURERS OF LIGHTING FIXTURES 
USE “ADVANCE” BALLASTS—so insist on this quality 


ballast on the equipment YOU buy. 


DEPT. - W 


ADVANCE Transformer Company 


1161 W. Mefison Street 


Chicago 7, Ill. 
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BIG JUMP from 
over Germany to selling missions in 
southern Illinois, but that is the tran- 
sition for Eddie Jerrald, who returned 


bombing missions 


to Graybar Electric Company’s St. 
Louis office on January Ist. He had 
been in several positions with Grayba: 
before entering the service. 





Appliance And Radio 
Prices Announced 


Retail prices, ranging from $29.65 
$189.95, for the complete line Stewat 
Warner home radios submitted to the OPA 


have been approved by the OPA, and at 
least 10,000 of the two lowest priced plast 
table models were expected to be in han 
of dealers before Christmas, unless unio 
seen complications arose, F. A. Hiter, ser 


Stewart-Warne 
Corporation, announced early in Decemb« 
The line submitted to OPA included t 


fourteen models 


101 vice-president of 


teen of the which, it w 
announced two weeks before 
Stewart-Warner’s 1946 
Anniversary Line” of radio sets, 
Tke 


not be produced until later because of cal 


“Twenty seco! 
Mr. Hiter 
said. fourteenth, a console which 
inet shortages, was not submitted for pri 
Mr. Hiter added that he believ: 


his company was the first in the radio i: 


approval 
dustry to receive complete approval of it 
immediate post-war radio price schedul 
from OPA. All sets are 
with no carryovers from prewar lines 

All Stewart-Warner distributors ha 
been sent sample sets of the 1946 line, M: 
Hiter said. These 
“pilot-run” of the company’s four 


“post-war” radio 


sets were produced in 
270-foot 
power-conveyor production lines _ set 
since V-J Day in a new radio plant whi 
formerly housed the country’s largest prt 
vately-operated shell-fuze plant. When { 
production capacity of this plant is reache 
approximately 5,000 sets t 


turned 


a day will 


has 
Stewart-Warner expects to be in full 


out, the company announced 


1946 














part production on the entire 1946 line 
within 60 days, and to be in production 
on console models before the end of Jan- 
uary, Mr. Hiter said. Biggest obstacle to 
full-scale production is availability of cab 


inets for console models and _ furniture 


nodels. 
Westinghouse to Have National Pricing 
A national price will be suggested o1 


ill home appliances made by the Westing- 
ouse Electric Appliance Division, distrib- 
itor executives meeting at Mansfield, O 
vere told at the first sales convention held 
the Westinghouse division in four vears 

T. J. Newcomb, sales manager, said that 
the new standard price will be effective for 
e 48 states and me District of Columbia 
rhe new policy replaces the former four 
rice zone plan ty effect during the pre- 
war years. 

“The approved price on the 1946 B-7 
ousehold refrigerator is $179.95,” he con- 
tinued. “We have adopted this as the na- 

mal price and it will be nationally ad- 
vertised as such. 

“Such a price policy will eliminate con 
ision in the public’s mind. They will know 

Westinghouse price on all products, no 
matter where they live. 

“Setting up a standard national price will 
Iso minimize the possibility of inflationary 
rices and gives the consumer a yardstick 


determine fair sale prices.” 


Three New Salesmen 
At Coast Electric 


lwo new men and one returned service 

in alrea have bee 1d t the s les 

itt ¢ ( ist Ele ( ( any Sa. 

Diego, Calif. and the addition of two 
e 1S mtemplated 

\ I | AWrence g il nal 1S 

ew i t thie 1 117 \ ind as been 
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HANDLING both electrical goods 
and industrial supplies out of Tucson, 
Arizona, is L. B. Schafer, right, sales- 
man for Albert Steinfeld © Co., C. W. 
Landstrom, Schafer’s assistant is at 
left. The wholesale house has well- 
organized electrical and industrial de- 
partments as well as hardware. J. J. 
Normart is the other salesman. L. P. 
Hermes is the vice-president and 
manager. 


a 
Pia 
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RECONVERSION 





Power Circuit 
Transformers 


Dongar Transformers speed up recon 
version by eliminating the necessity of 
installina individual circuits for the 


lighting and operating of each machine 





tool. They’re safer, too because they 


Made in 50 and 60 cy.— insure a completely isolated circuit. 
450/230 primary—115 
secondary 


DONGAN ELECTRIC MFG. CO. 
' 2989 Franklin 
Detroit 7, Mich. 


TRANSFORMERS § “°'"” 


Inquiries 
The Dongan Line Since Nineteen-Nine 
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“GERM-KILLING 
LIGHTS” 


TRADE MARK 


GET THIS COMPLETE SELLING DATA 


There are tremendous sales potentials in 
these GUTH Lights with a“health” angle. Leaders in Lighting 
As modern in their use as the atomic Since 1902 
bomb! Every school, office, restaurant, 
food-processing plant, meat-market, 
dairy, poultry and horse farm, not to 
mention many industrial establishments— 
is a likely buyer. 

Pioneered by Guth, and with a half cen- 
tury of “know-how” behind them, these 
modern lights afford a service that is 
both a business and prestige builder. 


£ PROFITABLE LINE TO HANDLE 


Write today for these 
fact-packed Bulletins on 
GUTH Germ-Killing 
Lights—the line thatisa 
new source of profit for 
wide-awake operators. 


“GUTH GERM-KILLING LIGHTS” 
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The Right Line for any outdoor 
installation - ------- 


Outdoor lighting is becoming increasingly more 
important and this means more business from the 
proper units. 
share of that outdoor lighting business your way. 
We have units for most effective lighting of in- 
grounds 
playgrounds, city 
teriors, and farm yards. 

Regardless of the need, there is a QUAD unit 
suited t 
produce the quality and quantity of lighting to 
best suit your customers’ requirements. 

We have a very complete catalog of all QUAD 
lighting 
of this good business. 


QUADRANGLE MFG. CO. ,« 


sale of 


dustrial 


ide ally 


units 





LIGHTING UNITS 


QUAD can bring a good 


warehouses, loading platforms, 
parks, driveways, garages, ex- 


the application. QUAD units 


get your copy and get your share 


32 S. PEORIA STREET 
Chicago 6, Illinois 
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new “Yriction-Set” 


FIXTURE HANGER... 
That Adjust With a Twist of the Wrist! 


At last you can get a Fixture Hanger that turns to 
any angle after being screwed to an outlet box. 
Although base and receptacle remain stationary, 
hanger arms may be turned to align with any 
preconceived lighting plan. Exclusive Friction Ring 
firmly holds fixture in selected position. Hanger 
screws on to 3%” or 4” outlet boxes, no other 
fastening necessary. Furnished complete with re- 
ceptacle, two 5’ chains, hooks and cord clips. 


Friction-Set K100 . . . List Price $1.10 


SIMPLET ELECTRIC 


@ Chicago 7, Illinois 
@ New York 14, N.Y. 


123 N. Sangamon Street 
112 Chariton Street 















Lf 





PAT 
APPLIED 






For any fixture position 


COMPANY 


LEONE A 8 ELE LLL ES ALLELE LEE LE A EEOC LL, 
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in the armed forces. Formerly he was 


with an electrical company in Hawaii. 


M. O. Wamberg has been taken on to 


work as a radio specialist. He, too, is 
a discharged serviceman., 

( B. Taylor has returned from the 
Navy to his previous position as outside 


salesman. 


~ OBITUARIES 


B. T. Hare 


Benjamin Thorton Hare, vice president 
of the Rumsey Electric Company, whole- 
saling firm in Philadelphia, died on Janu 
ary 14. 

Mr. Hare had been active in the elec 
trical wholesaling industry and in NEWA 
for the past 40 years. 





O. F. Kypta 


Otto F. Kypta, who recently was ap 
pointed southeastern district manager of 
construction materials for the General 
Electric Company in Atlanta, Ga., died 
in that city on December 28 

Mr. Kypta, a veteran of World War I, 
began his association with the General 
Electric Company as an office boy witl 
the Sprague Electric Works in New York 
in 1911 and was placed in charge of orders 
and requisitions in 1916. After his return 
from military service, he became an office 
assistant for the company in New York, 
and was later transferred to the Bridge 
port office 

In 1926 he became a conduit products 
specialist, moved to Chicago in 1928 as 
a specialist in the Central Zone and took 
charge of building equipment sales in Chi 
1930. A year later he became 
district specialist for construction materials 
sales in Chicago and went to Washingtor 
as a district representative for construc 
tion materials sales in 1939. 

\t the time of his death, Mr. Kypta 
was scheduled to take over the duties of 
district manager in Atlanta under th 
new General Electric plan for revision ot 
the construction materials districts 
throughout the country 


cago 1n 


| 
sales 


G. G. Mattern 


Guy Gardner Mattern, who sold elec 
trical supplies for McCarthy Bros. & Ford, 
lsuffalo wholesalers, for more than thirty 


vears, died in his home at Buffalo or 
January 8. 
He began his career in the electrical 


industry as a salesman for the New York 
Edison Company. He came to Buffak 
in 1911. His widow, two sons and 
daughter survive 


W. O. Smith 


Will O. Smith, district manager ot 
General Electric Supply Corporation, died 
of a heart ailment in Denver on December 
28. He was 54 years old 

Mr. Smith, who was-well known na 
tionally among electrical wholesalers, and 
who was active in the National Electrical 
Wholesalers Association, had been an em 
ployee of the GE Supply Corporation for 
26 years. He had been in Salt Lake Cit 
from 1929 until he left his position 














jistrict sales manager there to become 
istrict manager at Denver in January of 
ist year. 

Besides his activity in the electrical 
ndustry, Mr. Smith was active in local 
salt Lake organizations. He was a past 
aster ot the Masonic lodge, a Knight 
emplar, and a member of the Shriners. 
le was nominated for vice presidency of 
e Salt Lake City Kiwanis Club shortly 
efore his transfer to Denver. 

Mr. Smith was born in Kansas City and 
ttended the University of Kansas He 
survived by his widow, two sons and 
wo daughters. 


ASSOCIATION NEWS 


CHICAGO—The members of the West 
Suburban Electric League recently held 
their Annual Holiday Party at the 
Graemere Hotel, Chicago. Tickets were 





vailable at $3.00 per person which in- 
luded dinner and entertainment. 

The committee on arrangements had 
reviously been hard at work and their 
ork was not in vain for everyone re- 
orted having had a pleasant and enjoy- 
ble evening. Dinner was served at 7:00 
m. and was followed by entertainment, 
ancing and games for prizes 

As in the past years, this affair proved 
to be the most popular of the League’s 
ctivities. In order to provide greater 
entertainment without excessive expense, 
the contractor and dealer members of 
the League extended an invitation to 
other people in the electrical industry, 
equesting a representative, his wife and 
friends to the party. Each company was 
irged to contribute a prize to be award- 
ed for the various games and these 
prizes were given due credit 1 the 


rogTrTams 


KANSAS CITY—tThe Electric Asso- 
ciation of Kansas City at its January 
Sth luncheon meeting started the new 


vear with a fascinating and unusual film 


entitled ““The Bridge,” produ ed by Wil- 
ird Van Dyke for the Forei Policy 
\ssociatio 


Fabulously rich in natural resources 
ind agricultural products, South Amer- 
ica still desperately needs factories to 
process both of these products of her 
rich land, according to an announcement 
by the Electric Association 

Today, the association goes on to re- 
port, our neighbors to the South have 
mountains of iron and copper that re- 
Nain untouched awaiting the advent of 
machinery and transportation. Today 
they are burning food, or storing it in 
seless piles awaiting transportation to 
Europe. Even her own people live on a 
deficient diet that has led to an excessive 


leath rate. The answer: A bridge of 














Universal quality is evidenced in the extreme density of the structure, 
the smooth precision finish and the uniformity of the glaze. Uni- 


versal ‘dry process”’ porcelain knobs, cleats, tubes, house brackets 


and electric fence insulators are preferred by contractors everywhere. 


tHE UNIVERSAL ctay propucts co. 


1549 EAST FIRST ST. SANDUSKY, OHIO 








E-M-T CONNECTIONS IN A FEW SECONDS! 
With B. M. Fittings 


TWO QUICK SQUEEZES give you Finer 


Faster Conduit Connections. B-M Fittings DISTRIBUTED BY 
do away with the twisting, turning and 









I M. BR. Austin Co., Chicago, I 
tightening of nuts and save you valuable Cla Mark & Co.. Evar — TT 
time and materials. Then too, they are Clifton Conduit Co., Jersey Cy, N. J 
stronger, neater and much easier to work G Klectr Co., Bridgeport, Conn 
with in tight places. Start using B-M Eng ater as oi — ay bo ~ 

z nametled etals 1 murEghn enn 
Fittings today. Have more satisfied cu National Enameling & Mfg Co 
tomers—more profits from each job! *ittsburgt a 
(All B-M Fittings carry the Under er a eee 

Al s-] l tings ¢ arry é nderwriter New Brunswick, N. J | 

Seal of Approval) L ] 
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Swit? 
Gy Pas 


FOR ENDURING 
SERVICE 


@ If you need switches — for 
residential or industrial use or for 
special appliance applications 

consult your P&S Catalog. All 
all backed by 


over 50 years’ experience in the 


precision-made 


manufacture of wiring devices. 
Send for your copy of our No. 
42 Catalog. 


Sold Thru Electrical Wholesalers 


PASS & SEYMOUR, INC. 
SYRACUSE 9, N. Y. 
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that can 
itself 


American transport 
South 


and to us 


planes 


bring America closer to 


officers and 


Meeting De 


Unanimously elected as 
directors at the Annual 
cember 20, 1945 


Walt braziel 


were 


President, Graybar 


Klectric Co.; vice president, Manutfac 
turers Diy \. A. Dahms, Allis-Chal 
mers Mfye. Co.; vice president, Utilities 
Div., C. Myron Lytle, K. C. Power & 
LLivlit Lo Vice president Electrical 
Wholesalers Div., |. W. Puckett, Gen 
eral Electric Supply Corp.:; vice presi 
dent, Electrical Contractors Div., Fred 


Fred EF (;eiss Electric Co.: 
vice president, Electrical Appliance Deal 
ers Di | }. MeGrannahan, Jenkins 
Music Co vice president 
Organizations, John 
Electric Ma 
secretary-treasurer, Harley 
Power & Light Co 
DIRECTORS Jack Kansas 
City Appliance & Furniture Co.; R. I 
Missouri Valley Elec. Co 


Maintenance, 


cle l¢ rice nt 


C. Davis. K. { 


Boring, 


Brownlee 


(>. V. Dameron, E. L. Fickie Elec. Co.; 
}. A. Ekstrom, Glasco Elec. Co.: George 
Fisk, GE Co.; W F. Howe, W. F 
Howe & Co.; Asher C. Jones, Sylvania 
Elec. Products, Inc John A. Kramer, 
Kansas City Power & Light Co.:; Chris 
| Null, Southwestern Bell Telephone 
Co.; Fred A. O'Donnell, Continental 
Elec. Ce H. H. Kuhn, Kansas City 
Power & Light Co.: C. G. Roush, West 
inghouse Ele Corp 

\t this Annual Meeting were fifteen 
past presidents at the speakers’ table 
and 186 members and guests | uncheon 


1 


was served buffet stvle \fter viewing a 


floor show, 93 gifts, rangine from elec 


tric irons to cigarette lighters, were 


distributed 


MILWAUKEE 


Refrigeration & 


The Wisconsin Radio, 
Appliance Association 
of Milwaukee reported that members of 
its association attended The Electric 
Annual All-Industry Meet- 


ing. This meeting was held in the Pub 


Company’s 
lic Service Building on January 22 

The Annual meeting of the 
Electrical Milwaukee 
held at the Elks Club on January 17. 


Dinner 
League of was 
A definite date has not yet been set 


for the association’s dinner meeting at 
revival of 
basis. It 


the end of 


which will be discussed the 


this association on an active 
was scheduled to be held at 
January 

revision 


The following on the 


report 
of the Refrigeration Code was sent to 
each member of the association: “A 


matter of extreme importance to dis 
refriger 


the Wis 


Commission to revise 


tributors and manufacturers of 
ators is the pending move by 


consin Industrial 








WE HOUSEWIVES ARE 
SURE WAITING FOR 


TOASTSWELL 
TOASTERS 





I. thousands of homes throughout the 
country, pre-war TOASTSWELL Toast- 
ers are still performing brilliantly. Many 
additional thousands of housewives know 
of beautiful, dependable TOASTSWELL 


Toasters— each eagerly wants one. 


What a time it will be when the merchants 
of America once again display the Super- 
Silent, Fully Automatic TOASTSWELL. 
A time of quick, easy sales and good 
profits—stimulated by our hard-hitting 
National Advertising. Also TOASTSWELL 
Sandwich Toaster, Food Warmer, Waffle 
Baker. 


THE TOASTSWELL COMPANY 
620 Tower Grove Ave. ® St. Louis 10, Mo. 


EITHER WAY you LOOK AT iT 


“TOASTS-WELL oR “TOAST SWELL 


3 . . Beat* 
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"Mr. Tops,”” The 
Paragon Symbol 









of Top Quality. 


LET "MR. TOPS” 
CONTROL YOUR 
| TIMING of 


phutomatic HEATING, 


VENTILATING, LIGHTING, 
PUMPING OR FLUSHING 
OPERATIONS .. . 


Paragon 700 Series Time Switches 
are equipped with 6” calendar dials 
which make one complete revolution 
every 7 days. Dial trippers can be in- 
dependently set for different daily ON 
and OFF schedules. Settings can be 
made in advance for an entire week. 
Any day or days operations may be 
omitted entirely on a pre-set program. 

Each day of week clearly separated 
from other days; graduated into hours 
and half hours; day and night dis- 
tinctly separated. Operations from 
ON to OFF or from OFF to ON can be 
set as close as three hours apart and 
can be separately adjusted through- 
out each 24 hour day in the week 

Write for a complete bulletin 





Paragon 
700 
Series 
Time 


Switch 





ee rj 


PARAGON ELECTRIC COMPANY 


715 Old Colony Building 
Chicago 5, Illinois 


BUILDERS OF ELECTRICAL EQUIPMENT 


SINCE 1905 





the Wisconsin Refrigeration Code 
Copies of the proposed changes are not 


] 


vet available but we have the assurance 


of the chairman of the Commission that 
we will receive copies and that we 

be given full opportunity for a hearis 
Chis matter is important because 


perience has shown that arbitrary spe 


fications set up in one state, and 
required in other parts of the count: 
can put manufacturers in the position 


being compelled to make special 


ent units for that particular state.” 


Phe Association’s invitations in t 
past two months for membership app! 
cations under the new 1946 dues sched 
ule brought a nice response, according 


Ashworth. The list 


distributors 


to Secretary H. L 
interested 
Milwaukee 


ilre idly Wes 


of wholesale 
the appliance business in the 
trade area, who have 


for membership ar« 


Radio Specialty Co., 829 N Broad 
wav; Roth Apphance Distributors, 64, 
W. Virginia; Taylor Electric Co., I] 
Broadway; Standard Electric Supp! 


Co., 1045 N. 5th St.: General Utilitie 
Corp., 647 W. Virginia: 
Co.. 2459 § Keete Ave.; Shadbolt & 
Boyd Co., 413 N. Second; Lernet \p 
1112 N. Third St 


Clark Suppl 


plianee Dist., Ine., 


Moe Bros. Milwaukee Co 19 J Cly 
bourn St.; E. H. Schaefer Co., 940 W 
St. Paul Ave.; State Distributing Co 
3500 W. Pierce St.; General Dist. Corp 
S8O8 N. Market St 


PASSAIC, N. J.—The Passaic County 
Electrical League held its January meet 


ing at the Public Service and Gas ¢ 


pany, Paterson, New Jersey or pat 
uary 23 

At this meeting Westinghouse 
sented “The Dawn of Better Living” 
Walt Disney technicolor film on ne 
appliances, adequate wiring and kit 
planning \nother film shown at tl 
meeting was entitled “The Magic 1] 
in the Home Is Light.” 
NEW ORLEANS—The closing meet 


ing of the year for the Electric Associa 
tion of New Orleans, which inckuded the 
executive com 
took place in the Hall 
of the St. Hotel. Due to the 


1.1 } 
Lehde, Who Was 


election of otheers and 
mittee, Banquet 
Charles 
President 
ill, Vice President Wands presided 


absence of 


Mr. Wands opened the meeting b 
welcoming the group as a whole; he 
asked individual members to. introduce 
their guests—new members were asked 
to 1S¢ these included Messrs ( ! 
Hanemann and Karl Schulze. The cl 
man then welcomed several members re 
turning from “Service’ Messrs. F. G 
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GENERAL PURPOSE 


Plugs and 


receptacles 


4-Gang 
Receptacle 





Single 


Receptacle 
2-Gang 
Receptac le 





‘i 
7 


Fusible Plug 


Fuseless Plug 


General purpose plugs and 
receptacles with round prong 
contacts are ideal for portable 
equipment wiring—available in 
2, 3, 4, and 5 pole types, 30 amp. 
125 volts DC, 250 volts AC. 


Fuseless plugs and receptacles 
are also available in 60, 100 and 
200 amp. ratings up to 600 volts, 


for disconnect service. 


Consult your Pylet catalog for 


complete listings. 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, IIlinois 
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fon COST AiLtored ait COOLING 
for EVERY HOME AND OFFICE 
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PPR PRT: 
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Quietly fills rooms with 
cool filtered air—free from 
dangerous drafts and many 
irritating impurities. 


A 


¢ 


f 
f \/ . 


‘ 
/ 





@ Now every home and office can have “sea-breeze” comfort at stay- 
at-home cost. For Meier Na-air Filt-R-Fans are adjustable to any stand- 
ard window and as easy to install as an ordinary window ventilator. 


Actual tests prove that these simple, 
quiet window fans remove sufficient 
pollen, dirt and soot from the air to 
bring comfort to all and relief to hay 
fever sufferers. 

The Meier 
steel finished 


case is 
white 


Filt-R-Fan 
baked-on 


Nu-air 
in 


MEIER ELECTRIC & MACHINE CO. - 3525 E. Washington St., Indianapolis 7, Ind. 


FILT-R-FAN 





Meier e 


tar 











5a SC aD 
Electrical 
Connectors 


Scientifically built 
to link electrical 
energy in your 


products. 


Economical cee de- 
pendable quality 
always. 

Pure copper drawn 
to size in the 
ILSCO plant to in- 
sure precision. 


Fill out and mail for 48-page illustrated catalog. |} 


NAMI 


Firm Name 


Address 


COPPER TUBE 
& PRODUCTS, Inc 


CINCINNATI, OHIO 






— 








enamel, enclosing 3-speed motor, fan 
and 3 renewable filters, in one complete 
unit that takes little space and fits in 
with almost any furnishings. 


Get ready—NOW—for Summer sell- 
ing. Write for detailed facts and our 
plans to help you sell. 
















SODERS A\LEN FLUXES 


“S$ ap 


A Good Line for 
Electrical Wholesalers 


let us send details 


L. B. ALLEN CO., INC. 


6731 BRYN MAWR AVE., 
CHICAGO 31, U. S. A. 











ANYTHING 


ELECTRICAL 
SS = OON & OFF 
a ee «= REGULARLY 


The TORK CLOCK CO., Inc. 


| MOUNT VERNON, NEW YORK 


} 


















Burns, J. L. Campbell and P. M. Miller 


Jr. 
Secretary Guidroz was called upon for 


a reading of the minutes and financial 





Statement. 


\t the request of Chairman Wands 
A. G. Riddick of the Nominating Com 
mittee, consisting of himself, L. L. New 


Otto Kaelin, presented thei 
of 


man and J. 


proposed new “slate” officers and 
executive committeemen; the result wa 
that by unanimous vote the popular Cai 
O. Brown, of G. E. Supply Co. and long 


time worker for the association, now 
becomes president. 

Other officers for 1946 are: Wayne B 
Wands, executive vice president; G. J 
Putnam, vice president, Utilities Manu 
Carl D. Taylor, vice president 
Refrigeration; E. P. Phillips, vice presi 
dent, Electrical N. Z. Hel 


wick, vice president, Air Conditioning 
Ventilation; Morris Warnick, vice presi 


facturers; 


Contractors; 


dent, Radio; W. E. Clement, director oi 
publicity; J. R. Guidroz, secretary; I. W 
lufts, treasurer. 


EXECUTIVE COMMITTEE: C. ¢ 
Walther, C. Numa Olivier, E. N. Aveg 
no, T. Glenn Smith, A. B. Lindauer 
Bruce Hay, B. P. Babin, Fred B. Hart 


ney, and Pendleton E. Lehde, ex-officio 

President Brown, in accepting the 
“oavel,” thanked the membership a1 
very sincerely pledged himself to for 


warding the objectives of the associa 


tion 


President’s Report, 1945 Activities 


High spots of the report made by 
Pendleton E. Lehde, retiring president 
of the past 1945 activities of the Elec 


trical Association of New Orleans ars 


follows: 
Ninety-four members and 
tended the first meeting held on Feb. 1' 


as 
guests at 


under the sponsorship of the Whol 
salers, Utilities and Manufacturers Di 
vision. E. R. Boruch was chairman an 


presented A. L. Scaife of the General 
Electric Co. who delivered a very inter 
to all et 
At this 


meeting the “Pioneers of the Electrica 


esting and timely message 


gaged in the electrical industry. 


Industry” were honored. 

On April 23, the Annual Contractors’ 
Div. of the Association held its meetin: 
with 103 members and guests attendins 
The main speaker was D. B. Clayton 
president of the Electrical Constructor 
Inc., of Birmingham, Ala. The title « 
his talk was, “Problems and Opportuni 
ties of Electrical Contractors.” 

On June 25, the meeting of the A1 

Refrigeration and Ventil 
A. Smith of tl 
of General Motors spol 
Sixty 


Conditioning, 
ation Div. was held. J. 
Frigidaire Div 
on the subject of “Frozen Foods.” 
three members and guests attended tl 
meeting. 

On August 6 a special luncheon meet 
ing was held for the purpose of hearin 
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E. S. Northup of New York City, rep 


| resenting the National Adequate Wiring 

BU RGESS | Bureau. On September 18, nineteen 

e members and guests enjoyed a harbor 

Black and White inspection trip on the “S. S. Hugh M« 
Closkey.” 

POWERHOUSE! The annual golf tournament and out 


ing took place on October 23 and 95 


This Burgess ad stands right out members and guests enjoyed the day 
and shouts in 16,000,000 copies In ending up his report President 
| of The Saturday Evening Post and Lehde said: “We now ,have 145 mem 
| 23 other best-read magazines! bers in addition to 3 on a deferred basis 
And Burgess backs your sales in the armed forces, having lost 3 dur- 
elinet with desles oils ia Baad: ee the year and gained 11 new mem 
eTS. 


ware Age, Hardware Retailer, 
Radio and Television Retailing, 
Radio Service Dealer and Sporting 


| Goods Dealer! M '@) R is ave T Ss 








| - ON PRODUCTS 
HOMER G. 
SNOOPSHAW 

Air-Conditioning—A forty-page catalog 

entitled “Air Conditioning for Multi 

Room Buildings” has recently been is 
BURGESS BATTERY COMPANY sued by Carrier Corp., Syracuse, N. Y. 
FREEPORT, ILLINOIS In the catalog advantages of air-condi 
tioning for hotels, hospitals, offices and 








apartment buildings and the five Carrier 
systems are explained in photographs and 
charts. 
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Cables and Cable Accessories— Bulletin 
23A illustrates and describes the line of 
coaxial cables and cable accessories de 
signed and produced by the Andrew Co., 
Chicago, manufacturers of transmission 
line products and antennas. 


inerntion 2 ELECTRICAL WHOLESALING 





Fans—A 36-page, two-color booklet, 
published by the Ilg Electric Ventilating 
Co. of Chicago, is entitled “An Engi 
neer Looks at Ilg’—a word and picture 
story of what a consulting engineer saw 
as he made a tour of the company’s 
plant. 
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HEARING AIDS 
Fuses—A four-page folder describes and 


illustrates the new “Balanced Lag’’ fuse 
BUR link manufactured by Pierce Renewable 
Fuses, Inc., Buffalo, N. Y. Also avail- 
able is a four-page folder entitled “Often 


Heat Blows Fuses Unnecessarily.” It 
tells how Pierce fuses control heat. 





RECOGNIZED BY THEIR 


When writing | . : 
mention" ELECTRICAL WHOLESALING Jy Desi on ed for nm 
STRIPES > REMEMBERED 


Signaling Devices—A fty-page catalog, | 
ling Devices—A fity- ependable 
BY THEIR SERVICE covering a line of signaling devices, has 
been published by the Partrick & Wil 


kins Co., Philadelphia, Pa. The catalog is | performance 
departmentalized for easy usage with 





such sections as bells, buzzers, horns, 


sirens, < ‘at s. 3 rol alar de- 
| iren annunciator yurglar alarm SIGNAL ELECTRIC MFG. co. 


vices, apartment systems, etc. MENOMINEE, MICHIGAN 
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FOR A QUICK 


TURNOVER 





JUSTRITE 


The Industrial Safety Flashlight 
That's First In Popularity— 
In Safety—In Economy * 
—In Durability 


Profit by the steadily mounting demand 
for this Justrite Service Flashlight No. 
17-S. This mighty midget has all the 
famous Justrite § Safety features housed 
in a sturdy durable plastic case that 
fits in palm of hand, fastens to belt or 
stands on base, throwing light upward 
at an angle. Js water resistant. Easily 
adjusted or repaired. Operates on 3 
regular flashlight batteries. 


Uses “Honeycomb” Lens 
Besides the regular type lens—with the 
regular lens you get a fine powerful 
spot beam of about 1800 candlepower 
—the famous Justrite Honeycomb lens 
can be used in this flashlight wherever 
a uniform light spread over a wider 
area is desired. The honeycomb lens 
throws a circle of light 3 feet in diam- 
eter at a distance of 8 feet—clear even 
light with no spots, no dark rings, no 
distortions. The ideal light for work- 
ing at short distances! And remember, 
this light is approved for safety by 
Underwriters’ Laboratories and the 
U. S. Bureau of Mines! 


W rite for prices and complete details. 





JUSTRITE MANUFACTURING COMPANY 
2063 N. Southport Ave., Dept. A-4, Chicago 14, Illinois 


SAFETY CANS «+ OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 
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PLYMOUTH RUBBER COMPANY Inc. 


CANTON, MASS 























Kind O] Protection 


, riti . AA 7A 
CTaLLIlgG /Vie)ll 


Protection against shutdowns that are 
caused by heating in switches 
and panels 


from heat 


like 


created by the current flowing through them. Thus they produce 


Fuses, most other protective devices, operate 


some heat even in normal operation. 
This 


through the air, through the metal parts and through the wires con- 


heat must be dissipated from panelboards and switches 


nected to such enclosures. 


Sometimes the heat is not dissipated fast enough—so it piles up 


in switches and panels. 
This piles up heat overheats fuses and reduces their carrying 
capacity. Then fuses often blow even though not loaded to their 


rated capacity. 


Fusetrons Generate Less Heat than 
Ordinary Fuses 


To solve the heating problem by putting in larger metal parts 
or wires to conduct the heat away faster is always costly. A more 
logical answer is to cut down the heat at its source by using 
Fusetrons they produce less heat because they have less electrical 


resistance than ordinary fuses. 


LOOK AT THE RESISTANCE OF FUSETRONS 
COMPARED TO THE LOWEST RESISTANCE FUSE. 
117.3% 


greater 


HEE Fusetron 
SRE use 


103.5% 


greater 


62.0% 


greater 


54.7% 


greater 


.00278 001204 000695 000248 .000137 000073 


FUSETRON 
FUSETRON 





30A 100A 200A 400A 


Resistance shown at full load in ohms. Chart shows 
600 velt sizes show similar results 


600A 


250 volt sizes. 


60A 


Cooler Operation of Switches and Panels . 
Reduces Needless Blowing of Fuses 


When Fusetrons are installed, Switches and Panels operate much * 
cooler than when fuses are used because the heat produced is 
proportional to resistance and Fusetrons have very much less resist 
ance than ordinary fuses. 


Cooler operation of Fusetrons means the elimination of needless 
blows and useless shutdowns that are the result of heating in fuses. 


Cooler operation also means much longer life for switches and 
panelboards. 


Here's PROOF that Fusetrons Reduce Heating 


Says an executive of a large Detroit Company (Name on request) : 
“One-Time fuses formerly used in a lighting circuit feeder pane! 
got so hot that every fuse burned itself up and had to be replaced 
every month. Our Chief Electrician changed the fuses to Fusetrons 
of the same size. After three months, only one circuit had opened 
and the panel ran very much cooler than it had been with One-Time 
fuses. Subsequently we changed all our fuses to Fusetrons.” 


Fusetrons give many other kinds of 
Protection not heretofore available 


e Entirely wipe out needless blows caused by starting currents or 
other harmless overloads. 


» Give thermal protection to panelboards and switches. 


Permit use of larger motor or adding more motors on circuit 
without installing larger switch or panel. 


On new installations, proper size switches and panels can be used 
instead of oversize. 


Protect motors against burnout. 
Give double protection to large motors. 
Provide simplest way to stop burnouts from single phasing. 


Make burnout protection of SMALL motors simple and inex 
pensive, 


Protect coils, transformers and solenoids against burnout. 


Delay may cost you business 


Now is the time to sell Fusetrons while plants are changing ove: 
to normal production. Executives are looking for ways to get max 
mum production and 


Talk to the BUSS Fuseman who sees you. Tell him you want 
complete information about selling Fusetrons. He has a workable 
plan that will mean new business and profits to you. 


reduce costs. 


Bussmann Mfg. Co., St. Louis 
Dw. McGraw Electric Company 


BUSS FUSETRONS 





